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Shellenberg Still Calls His Shots 
Television Hazards 

They Don’t Like It Over There 


Stories of the Week 


“Granny, how do you like my new 
beach outfit?” caroled Donna, gaily 
twirling before the full-length mirror. 

“Humph,” came Grandmother's 
grunted reply. “If I’d have had a 
bathing suit like that when I was 
your age, you’d be at least four 
years older than you are now.” 


—_-——_ 


Skinny Tillie Tasteless, the female 
temperance lecturer, ranted away 
about the evils of alcohol before an 
audience of other scrawny females 
and their be-dragged and bedraggled 
menfolk. 

“TI ask you my friends, who has 
the most luxurious homes and cars? 
The bar-owner! Who has the most 
beautiful clothes? The bar-owner’s 
wife! And do you know who keeps 
these people supplied with such ex- 
travagances? Everyone who drinks. 
That’s who!” 

A few weeks later the lecturer 
encountered a young married couple 
who had attended this meeting. 

“We don’t know how much to 
thank you for your advice!” gushed 
the gal. “We are doing just fine 
thanks to you!” 

“Good,” said the lecturer, nodding 
with satisfaction. “I am most pleased 
to hear that you have given up the 
false pleasures of alcohol.” 

“You misunderstand,” corrected the 
young woman, “we're running a bar 
of our own!” 


In John Gunther’s new book, “Be- 
hind the Iron Curtain,” he passes on 
a Rumanian joke he heard in Bucha- 
rest. It’s about Anna Pauker, the 
female Communist who runs Rumania 
for Josef Stalin. As Gunther tells 
it, Madame Pauker ‘was walking 
down the streets of Bucharest one 
day carrying a heavy black umbrella, 
although the sun was shining. 

“Why, Madame Pauker, do you 
carry such a heavy umbrella on such 
a lovely day?” an acquaintance asked 
her. 

She replied, “Ha! You have not 
seen the weather report. In Moscow, 
it is raining.” 


Gag of the Week 


Our United States can still top any 
claim made by the U. S. S. R. The 
Russians boast, for instance, that in 
their country women are perform- 


‘ ing men’s work and getting men’s 


wages. 

In the United States plenty of 
women do no work and get all of 
their men’s wages. 


Daffynitions 

Auto Horn: A device for making 
the driver’s vulgarity audible for 
blocks. 


Hobby: Something you go goofy 
over to keep from going nuts over 
things in general. 


Today we see two different types 
of businessmen. One is out selling, 
and the other is selling out. 


A good listener is not only popular 
everywhere, but after a ,while he 
knows something. 


Verses of the Week 


A man was moving with slouching 
feet; 
(Concluded on Page 10, Column 1) 


Some Appliance Stores Hit 


‘Jackpot’ on Coin 
Meter Sales 


CHICAGO—Some notable successes 
with coin meter payment plans on 
refrigerators, put into effect since 
the end of credit restrictions July 1 
have been reported to sales execu- 
tives at the Midsummer marts here. 


The Union-Fern chain of 10 stores 
in New York state ran an advertise- 
ment on a coin meter payment plan 
the first day after credit restrictions 
went off, and the stores sold close 
to 500 refrigerators on the plan in 
the first week after it went into 
effect. 

The plan calls for ‘no money 
down, 30 cents a day,” and Union- 
Fern executives plan a _ continuing 
promotion. 

Boutell’s in Minneapolis is reported 
to have sold something like two car- 
loads of refrigerators in two weeks, 
using a 25-cent-a-day coin meter plan 
of payment. 


Heat Damage May Aid 
Case, Freezer Sales 


NEW YORK CITY —The recent 
heat wave and drought had resulted 
in disastrous losses in fruit and vege- 
tables in the East both in retail 
markets, and on: farms, and the ef- 
fects should provide valuable ammu- 
nition for commercial refrigeration 
and home freezer salesmen. 


“The drought has destroyed more 
than 50% of the crops in the farming 
area supplying New York,” declared 
Herman B. Glaser, representing the 
Retail Food Merchants Association 
of New York. 

“The full effect of the drought has 
not been felt in retail shops as yet. 
However, prices have gone up 15% 
and are gradually climbing, as 
millions of dollars of produce in the 
stores has been spoiled by the heat.” 

(Concluded on Page 4, Column 5) 


Hpac Balks at 
UA Resolution 
On Contractors 


DETROIT—Opposition to the joint 
resolution in which the United As- 
sociation of pipefitters and the Re- 
frigeration and Air Conditioning 
Contractors Association recognize 
each other as sole bargaining agents 
for labor and industry, respectively, 
has been voiced by the Heating, Pip- 
ing & Air Conditioning Contractors 
National Association. 

Official action was first taken by 
HPACCNA at its recent annual con- 
vention here, unamimously adopting 
a resolution which in effect requested 
the United Association to revoke its 
agreement with the refrigeration and 
air conditioning contractors group. 

“We have no quarrel with the re- 
frigeration contractors association; in 
fact, I have long thought that we two 
groups should work more closely 
together,” declared L. L. McConachie, 
president of HPACCNA. 

It was indicated that all the 
HPACCNA efforts will be concen- 
trated on trying to have the United 
Association change its stand. 

One of this organization’s conten- 


(Concluded on Page 4, Column 4) 


Chicago Air Cooling 
Installations Mount 


CHICAGO—“Lack of competent 
installation help is about to drive 
us crazy!” 

That’s the way one leading Chi- 
cago dealer in room air conditioners 
sized up the situation on room cool- 
er sales as the “Windy City” belied 
its name by hanging up a record of 
three weeks of hot, humid weather. 


(Concluded on Page 4, Column 5) 


The Apples Are Ripening 
In Air Conditioning | 
Orchards—For Pickers 


(An editorial by Harry Morrison and George F. Taubeneck ) 
D OWN here in the Heartland of America, we midwesterners bear 


up under a lot of nicknames. 
for instance. Our midwestern Heart- 


“corn-pickers,” and “flag wavers,” 


We are called “apple knockers,” 


land is joshed as being “the corny home of corn,” and “the Bible Belt.” 
All these nicknames and derisions please us. 
We're proud that midwesterners are associated with true Ameri- 


canism (we're “flag wavers’”). 


We're proud that our abundant food- 


stuffs (corn and wheat and good meat) feed the world. We're proud 
that our “Bible Belt” is God-fearing and self-reliant. 


Most of all, we're proud of that nickname, 


“apple-knockers.” It 


stems from an honest, revealing piece of Americana—the urge to work 


hard for an honest living. 


In our midwestern Heartland there are thousands of small fruit 
orchards which are tended by small boys—the Tom Sawyers and 


“Huck” Finns of our time. : 


They climb trees, knock apples down, 


and get paid for it. Later on these boys become substantial American 


citizens, because they've been brought up right. 


What they do is 


knock off the near-ripe apples in the trees of our midwestern orchards, 
collect and package these apples, and sell them at so much per 


bushel. 
Enterprise System works. 
all the rest of their lives. 


Thus our home-grown boys learn how the American Free 
And they work at perfecting that System 


Maybe it’s taking us awhile to introduce and warm up a valid 
point about selling a specialty product like air conditioning. But all 
boys-grown- -older who read Ar ConpbITIONING & REFRIGERATION NEws 


will understand what we're leading up to and driving at. 


Point is this: 


The Big 


Prospects do grow on trees; but you have to climb up to get them. 
And that goes for anyone who sets out to support his family, 
(Concluded on Page 14) : 


5 Reasons Offered Degler Group Is 


For Sales Upturn 
Before Year’s End 


CHICAGO—Some frank talk and 
predictions by some of the appliance 
industry’s top sales executives at the 
Merchandise Mart’s summer markets 
press conference lead to these con- 
clusions (1) things haven’t been as 


bad as they have been made out to- 


be (2) there are many good reasons 
why they should get better. 
Participants in the press confer- 
ence included W. A. Blees, Crosley 
vice president and general sales man- 
ager; John Pankow, sales director, 
The Detroit Michigan Stove Co.; 


and W. E. O’Brien, sales manager for - 


Toastmaster Products. 

Sales have slipped from last year, 
to be sure, but not as much at the 
retail level, as at the manufacturer’s 


(Concluded on Page 25, Column 3) 


Ruslander Acquires 
Jewett Refrigerator 


BUFFALO — Jewett Refrigerator 
Co., 100-year-old manufacturing con- 
cern here, has been acquired by in- 
terests of the 60-year-old manufac- 
turing and jobbing company of Rus- 
lander & Sons, Inc. 

This was disclosed by Harold Rus- 
Jander, vice president of the Rus- 
lander company and new president 
of Jewett Refrigerator. Ruslander 
succeeded Joseph -A. Archbald as 
president of Jewett. 

dgar B. Jewett is vice president 
of Jewett, a position he held before 
the Ruslander interests acquired the 
company’s stock. Richard Ruslander, 
vice president of the Ruslander com- 


(Concluded on Page 4, Column 4) 


Walters Takes Over 
Marketing at Hotpoint 


CHICAGO—Fred J. Walters, vice 
president, Hotpoint, Inc., has as- 
sumed the responsibilities for direc- 
tion of the marketing activities of 
the company, James J. Nance, presi- 
dent, has announced. 

Walters takes over the marketing 
post with an extensive background 
of sales management. For the last 
two years he served as Hotpoint’s 
vice president of industrial relations, 
and was responsible for developing 
one of the major employment expan- 
sion programs in the industry. 

Before coming to Hotpoint, he was 
associated with a manufacturer in 


(Concluded on Page 4, Column 4) 


I-H Sets Delivered Prices, 
Raises Dealer Discounts 


CHICAGOW— Uniform installed 
prices on household refrigerators and 
freezers throughout the United States 
were announced recently by Interna- 
tional Harvester Co. 

The new delivered price structure 
supersedes the company’s former 
zone pricing system. 

At the same time, effective rates 
of discount to distributors on refrig- 
erators have been increased. 

Basically, the new structure sub- 
stitutes a standard, nationwide sug- 
gested installed list price for the 
former delivered price, which differed 
in each of three national zones. The 
new prices for 8-cu. ft. refrigerators 
are as follows: 

Standard model 8-H1—$224.75; 
Deluxe model 8-H3-—$259.75; Super 
Deluxe model 8-H5—$299.75. 

New prices for the two Interna- 
tional Harvester freezers are: Model 
11-FC, 11.1-cu. ft. capacity, $379.75, 
and model 15-FC, 15.8-cu. ft. ca- 
pacity, $459.75. 


Told Prices Are 
Now’ Stabilized’ 


NARDA Conclave Is Given 
Picture of ‘Probabilities’ 
In Last Half of 1949 


By John O. Sweet 


CHICAGO—With prices of major 
appliances seen as being pretty well 
stabilized, the outlook for the last 
half of 1949 is bright for those deal- 
ers who go after business with a well- 
conceived, well-executed program. 

That was the conclusion of two 
manufacturers and a distributor who 
addressed the midyear meeting of 
the National Appliance and Radio 
Dealers Association during a panel 
discussion on dealer problems in the 
next six months. 

At the same one-day session, held 
in the Sheraton hotel here, NARDA 
President Lee Pryor presented a pro- 
gress report from the special com- 
mittee appointed to consult with 
individual manufacturers relative to 
current problems confronting indus- 
try retailers today. 

In addition, association members 
heard four dealers describe their 
most profitable sales promotion ideas, 
listened to talks on plans of the 
electric and gas industries for pro- 
moting the sales of appliances, and 
were given a comprehensive -report 
on television. 

The panel which considered the ap- 
pliance outlook consisted of A. B. 
Ritzenthaler, vice president for sales, 
Tappan Stove Co.; Harry Alter, 
Harry Alter Distributing Co.; and 
John Hurley, president of Thor Corp, 

Ritzenthaler and Hurley agreed 
that appliance prices are not likely 
to be .reduced in the predictable 
future. 

Answering a dealer who pointed 
out that most economists have fore- 
cast a lowering of prices, Ritzen- 
thaler said manufacturers cannot cut 
prices further because costs of basic 


(Concluded on Page 25, Column 1) 


Carmine Named Philco 
Executive Vice President 


PHILADELPHIA—James H. Car- 
mine, vice president—distribution of 
Philco Corp. for the past two years, 

has been elected 


executive vice 
president, it has 
been announced 


= by William Bald- 
* erston, president. 

Carmine has 
played a leading 
part in the growth 
and expansion of 
Philco. He joined 
Philco in 1923 as 
district sales rep- 
resentative in 


J. H. Carmine 
Pittsburgh and last year completed 
(Concluded on Page 4, Column 5) 


Refrigerators Lead In 
Nashville Sales Record 


NASHVILLE, Tenn.—May sales 2f 
2,416 major electric appliances set 
a new all-time record for Nashville, 
William D. Hall, sales promotion 
manager of the Nashville Electric 
Service, reported recently. 

The previous record was 2,334 ap- ~ 
pliances set in May, 1948. 

The record-breaking total was di- 
vided into 1,241 refrigerators, 606 
ranges, 532 water heaters, and 37 
home freezers. Last May’s figures 


- read 930 refrigerators, 703 ranges, 


(Concluded on Page 4, Column 2) 
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Eca Relaxes Regulation 
On Data Furnished by 
Marshall Plan Suppliers 


WASHINGTON, D. C.— Revised 
procedures for submission of infor- 
mation by suppliers of Marshall Plan 
goods are outlined by the Economic 
Cooperation Administration.. 

The procedures, contained in 
amendments to ECA Regulation 1 
were initiated by ECA after suppliers 
objected to having all details of their 
transactions, such as commissions 
paid, generally known. 

In the case of ECA financing by 
reimbursement to a _ participating 
country for payments made by it 
for procurement, the supplier may 
now submit a supplier’s certificate 
in duplicate with invoice-and-contract 
abstract filled out except for infor- 
mation as to class of supplier, agents’ 
commissions (domestic and foreign), 
and contract and price. However, 
these two copies must contain a cer- 
tificate, signed by the supplier, that 
he has filled in completely a third 
copy sent to ECA Controller. 


Participating countries and bank- 
ing institutions in the United States 
are being instructed that they are 
not to duplicate or reproduce any of 
the information contained in an in- 
voice-and-contract abstract, except 
for their internal use, and are not 
to reveal the contents of the abstract. 


In the case of financing by letter 
of commitment to a bank, the sup- 
plier will continue to fill out com- 
pletely two copies of the invoice-and- 
contract abstract and submit them 
with the other documentation. 


Box Top Promotion 


Lever Bros., Westinghouse Plan Campaign 
To Tie In Sale of Soap, Appliances 


MANSFIELD, Ohio—A new sales 
promotion plan for Westinghouse 
electric appliance dealers in the form 
of an unusual consumer sales pro- 
motion in which soap and shortening 
will sell electric appliances and radios 
and vice versa, has been announced 
by Westinghouse and the Lever 
Brothers Co. 

It is being launched in 300,000 
grocery stores handling Lever Broth- 
ers Co. products and 60,000 Westing- 
house small appliances and radio re- 
tail outlets. 

The new campaign, in which con- 
sumers will get a $2 purchase certi- 
ficate toward any one specified appli- 
ance or radio in exchange for two 
wrappers or box tops from Lever 
products, marks the first time in 
merchandising history that these con- 
sumer products have been linked in 
a sales compaign, states T. J. New- 
comb, sales manager of the Westing- 
house Electric Appliance division. 

The grocery displays will feature 
Westinghouse appliances and radios 
while the displays in the Westing- 


Stoker Sales Decline Is 


Shown In Government Report 


NEW YORK CITY—Factory sales 
of mechanical stokers in April totaled 
1,641 units, compared with 1,917 
units in March and 4,884 in April, 
1948, it is reported by the Bureau 
of the Census. 


house dealer stores will feature Lever 
products. There will also be dealer 
and grocery store tie-ups with each 
using the other store’s name and 
address. 

A national newspaper and maga- 
zine advertising campaign, covering 
more than 40,000,000 readers, begins 
late in July. Grocers and radio and 
appliance dealers were furnished with 
sales promotion helps and dramatic 
displays to keep the public posted on 
the new sales campaign. 

A feature of the promotion is that 
the dealer and distributor get their 
full return on products sold because 
the user of the $2 certificate must 
present it to his Westinghouse deal- 
er to get credit. The appliances are 
being sold in this promotion at their 
regular retail price. 

In addition to the newspaper and 
magazine support, the sales cam- 
paign is being supported by the three 
network shows’ sponsored by the 
Lever Brothers Co. on NBC and CBS. 

Appliance products that can be 
purchased with the $2 certificate,— 
one certificate to each appliance,—in- 
clude a portable and table-top radio, 
a pop-up toaster, Streamliner elec- 
tric iron, electric hot plate, electric 
sheet, sandwich grill, hand vacuum 
cleaner, and Westinghouse fan. Lever 
Brothers Co. wrappers or box tops 
from Rinso, Swan, Spry, Lux Toilet 
soap, Lux Flakes, Lifebuoy, Breeze, 
Surf, and Silver Dust will be used 
in the exchange. 
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Visitor to Gotham 
Decries Lack of 
Summer Comfort 


demand 
EHETROIT CERTIFIED 


Extra value 


in the product 


VALVES and CONTROLS 


means extra profits in your pocket 


You get the advantages of a lot of extras when 
you use DETROIT Certified Valves and Con- 
trols: extra ease and flexibility in ordering — 
DETROIT has the most complete line of valves 
and controls and the largest distributing or- 


ganization in the field, Extra dependability 


In addition, DETRO!T backs you up solidly by 
certifying every control—extra protection 
for you, your work and your reputation. On 
your next job get all of these extras; install 
DETROIT Certified Valves and Controls, 


|, processes, 


NEW YORK CITY—Some good 
ammunition for the air conditioning 


‘industry was contained in a “letter 


to the editor” published in the July 
5 issue of the New York Times. 
Written by a man who returned to 
New York after many years’ absence, 
the letter took the residents and 
businessmen of the metropolis to task 
for failure to keep pace with modern 
technology—particularly with refer- 
ence to the difference in protection 
against cold and against heat. 
“One hopes that in this rich, so- 
phisticated city, comfort in summer 
will soon be as universal as comfort 
in winter,” the letter concludes. 
Text of the letter is as follows: 


Protection Against Heat 


Lack of Provision for Hot Weather 
Comfort Is Noted 


To THE EDITOR OF THE 
NEW YORK TIMES: 

Returned to New York after many 
years away, I find myself interested 
in observing ‘the quaint habits of 
the natives” of this metropolis. The 
strongest impression, of course, is 
the elegance, comfort and luxury at 
least of the upper and middle classes 
of this richest city in the world. But 
there are strange exceptions, striking 
evidences of cultural lag—failure of 
practice to keep pace with condi- 
tions made possible by modern tech- 
nology. 

An example—glaring and painful 


| during the past month—is the differ- 


ence in protection against cold and 
against heat. No apartment or office 
in New York, however humble, would 
think of being without heat in winter, 
and heating facilities have gone far 
beyond crude stoves and individual 
fueling to central heating for whole 
buildings, often for. whole blocks of 
buildings. Even temporary shacks 
and sheds are heated, often connected 


' with steam plants. Private cars and 


taxis now are heated as a matter of 
course. 

Yet in spite of decades of cooling 
New Yorkers make no 
similar provisions against the heat. 
Fruits and fish are kept on ice, vege- 
tables and meats are preserved in 
deep freeze, and household foods are 
protected by modern refrigeration. 
But humans still go around swelter- 
ing as if modernized cooling had 
never been heard of. It is true that 
certain places are cool. Movie houses 
have been air-cooled for years, and 
belatedly legitimate theatres are fol- 
lowing. Pullman cars are chilled on 


_ most railroads, but the depots and 
waiting rooms are unbearable in 


summer because of a neglect that 
would never be tolerated in a whistle- 
stop station in winter. 

Certain stores have installed cool- 


ing devices—and are so proud of it 


that they advertise it as though it 
were an unexpected service, with 
signs similar to equally rare signs, 
“Ici on parle francais’ or ‘Se habla 
espafiol.”” The “best-known hotel in 
the world” on Park Avenue has air- 
cooled lobbies, but allows guests to 


| swelter in most of the upstairs rooms. 
| At the St. Regis the other afternoon 
| I saw a line of guests fighting to get 


assignments to the new section of 
air-cooled rooms much as miners used 
to fight for a room with a stove in 
Nome or Juneau in the midst of 


_ Alaskan winters. 


The same superstitions surround 
air-cooling that used to cling to cen- 
tral heating—namely, that it is bad 
for the health to dash from heat to 
cold. That superstition has died out 
so far as mechanical heating goes 
but still clings as an excuse to post- 
pone mechanical cooling. One hopes 
that in this rich sophisticated city 
comfort in summer will soon be as 
universal as comfort in winter. 


NLRB Clarifies Ruling 
On Secondary Boycotts 
In Contractor Dealings 


WASHINGTON, D. C.—The Taft- 
Hartley Act’s ban on secondary boy- 
cotts applies to normal business 
dealings between a contractor and 
sub-contractor, both engaged in the 
same general business, where boy- 
cott pressure-is applied against the 
sub-contractor in aid of. a dispute 
with the principal contractor. 

So ruled a trial examiner for the 
National Labor Relations Board in 
finding two unions guilty of a sec- 
ondary boycott for directing mem- 
bers employed by one company to 
refuse to perform sub-contract work 
for another company against which 
the unions were conducting a strike. 


Involved in the dispute were the 
AFL Metal Polishers’ Union and its 
Indianapolis, local and Climax Ma- 
chinery Co. and Adams Plating Co., 
both of Indianapolis. Union members 
employed by Climax had refused to 
perform chrome plating work order- 
ed by Adams, where the Metal 
Polishers’ union had been on strike 
since November, 1948. 

The trial examiner rejected the 
union’s contention that their refusal 
to work on jobs sub-contracted by 
Adams to Climax was simply part of 
their primary strike activity and, 
therefore, exempt from the Taft- 
Hartley Act. The union based this 
contention on an assertion that, al- 
though employed by Climax, their 
members were actually working for 
Adams in performing the sub-con- 
tract work. 

In enacting the section of the Taft- 
Hartley Act prohibiting secondary 
boycotts, “Congress showed no dis- 
position to distinguish between dif- 
ferent kinds of secondary pressure,” 
the trial examiner said. 


International Mfg. Co. 
Plant Damaged by Fire 


OKLAHOMA CITY—Fire of un- 
known cause damaged the Interna- 
tional Mfg. Co. air conditioning 
plant and warehouse at 4028 Barnes 
St. on the night of July 3. Damage 
estimates ranged from $15,000 to 
$50,000. 

James D. Harden, head of Inter- 
national Mfg. Co., set the damage 
at $40,000 to contents and $10,000 
to the 60 by 75-ft. corrugated alumi- 
num building. The building was filled 
with electric motors. 

Capt. Graves, fireman in command, 
said aluminum walls turned to liquid 
under the intense heat and literally 
flowed to the ground. 


Articaire Begins Producing 
Small-Size Condensing Units 


KANSAS CITY, Mo.—Ted Rostock, 
head of Articaire Refrigeration Co., 
Gemco dealer here, has announced 
that his firm is now manufacturing a 
% to 1%-hp. condensing unit for 
multiple-purpose refrigeration use. 

The compressors are manufactured 
in the Articaire plant on Broadway, 
and have proven highly acceptable 
for many odd-purpose installations, 
according to Rostock. 
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Refrigeration Equipment 
WANTED 


We desire to purchase all types 
of commercial refrigeration 
equipment of standard manufac- 
ture. Also interested in complete 
condensing units of standard |} 
make. Will pay cash. Give full 
details. 


Box 3231, Air Conditioning & |, 


¥ 
+ 


EDWIN R. EMBREE. Refrigeration News 


for every installation — DETROIT Certified 
Valves and Controls are designed and built 
to deliver many years of top performance. 


| DETRON 


No. 673 Thermostatic Expansion Valve 


For use on commercial refrigeration sys- 
tems. Double bellows construction allows 
a broad range of superheat settings which 
remain constant under varying conditions. 
Gas charged for motor overload protection 
and quick response. “The Standard of the 
Industry? Write for Bulletin No. 82 


New York, June 28, 1949. j 


REFRIGERATION 
PVE mel Plestel Iie SERVICE THAT'S UNSURPASSED 


SUPPLY HOUSE THAT SERVICE BUILT 


Dependable efficient same-day filling of orders has built our business 
2 --- our reputation. Keep your stocks complete this easy, speedy way... 
e 5900 TRUMBULL AVE., DETROIT 8, MICHIGAN BURNER EQUIPMENT e DETROIT EXPANSION VALVES just order from our FREE catalog. Saves you time... energy... money. 

Division ot Amrmicay Rapuator & Standard Sanitary conronanion AND REFRIGERATION ACCESSORIES * STATIONARY Prices right. Wholesale only. ) 


CANADIAN REPRESENTATIVE: RAILWAY & ENGINEERIN é AND LOCOMOTIVE LUBRICATOR 
ANTUNES RST ——! W SERVICE |g PARTS CO 
; ; | . 
Serving home amd imduatyy AMERICAN-STANDARD + AMERICAN BLOWER » CHURCH SEATS « DETROIT LUBRICATOR + KEWANEE BOILER » ROSS HEATER « TONAWANDA IRON 2511 LAKE STREET MELROSE PARK, ILL. 


and SUPPLIES 


LUBRICATOR COMPANY 


DETROIT HEATING AND REFRIGERATION CONTROLS o 
ENGINE SAFETY CONTROLS e FLOAT VALVES AND OIL 
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TECUMSEH PRODUCTS COMPANY 
TECUMSEH, MICHIGAN 


Export Dept., 2111 Woodward Ave., Detroit 1, Mich. 


World’s largest independent producer of compressors 
and condensing units for the refrigeration industry. 
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Just off the press . .. this new 8-page descriptive 


catalog will prove interesting to every refrigeration 


jobber, dealer and serviceman. It contains up-to-date 


information on the famous Chieftain line of Conven- 
tional Condensing Units . . . Smooth, quiet, depend- 
able in operation, Chieftain Conventional Condensing 
Units can be a source of profitable new business for 
you. ... Be sure to send for your copy of this great 


new Chieftain catalog, Today! 


Just clip the — below, fill it out, send it in. 
our copy will be sent to you by return mail. 


Tecumseh Products Co. 
Tecumseh, Michigan 


Please send me a copy of your new descriptive catalog covering the 
Chieftain line of Conventional Condensing Units. 

Company 
Address 
City 
Address to Mr. 


P.S.—You can also add my name to your list of [[] Wholesale Jobbers 
[_] Distributors [[] Dealers Service Organizations to receive all future 
literature. 
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Jahco Vacation July 18 


eae CLEVELAND—Production depart- 
ments and offices of Jack & Heintz 
Precision Industries will be closed 
down for two weeks starting July 18, 
giving more than 1,500 employes 
their annual vacations. 


J. T. Buckley Elected 
Chairman of Philco Board 


PHILADELPHIA—James T. Buck- 
ley, who was president of Philco 
Corp. from 1939 to 1943, and has 
since served as chairman of the 
executive committee, was recently 
elected chairman of the corporation’s 
board of directors to succeed the late 
a John Ballantyne. 
me William Balderston, president of 
the company, will continue to serve 
in that capacity as the chief execu- 
tive officer of Philco. 

Buckley, who is 52, joined Philco 
in 1912 and has spent his entire busi- 
ness career with the company. With 
a basic engineering training, he 
started as a laboratory assistant 
when the firm was a small manufac- 
turer of storage batteries, and was 
later promoted to chief draftsman 
and then assistant engineer. 

Because of his broad abilities in 
management, he was named purchas- 
ing agent in 1919 and continued in 
that capacity until 1933, when he be- 
came treasurer. 


of Philco Corp., and later directed 
the company’s conversion to war 
work. Since 1943, when he became 
chairman of the executive committee, 
. he has devoted his time to the over- 
' all policies of the corporation. 


In 1939, he was elected president 


Nashville Sales Data-- 


(Concluded from Page 1, Column 5) 
628 water heaters, and 73 home 
freezers. 

In April, 2,014 of these appliances 
were sold, divided into 904 refrigera- 
tors, 578 water heaters, 507 ranges, 
and 25 home freezers. 

Readers of the NEWS will recall 
that the first half of the record- 
breaking May was marked in Nash- 
ville by a citywide promotion called 
“Electric Appliance Days” in which 
the public was encouraged to go to 
dealers’ showrooms to get tickets 
making them eligible to participate 
in two appliance prize drawings. 

Dealers interviewed during the 
promotion declared that they much 
preferred this type of promotion to 
a centralized show because it drew 
patrons right into their store where 
they had all the facilities for closing. 

Several thousand of the tickets 
were filled out and after the draw- 
ings, the stubs were returned to 
the dealers for follow up. 


Phileo Room Conditioner 
Sales Up 50% for 1 Week 


PHILADELPHIA — Unit sales of 
Philco single-room air conditioners 
to dealers in the week ended July 2 
were up 50% over any previous week 
in the corporation’s history, accord- 
ing to W. Paul Jones, vice president 
of the refrigeration division. 

“Sales of our 1949 models are run- 
ning far ahead of 1948, our best 
previous year,’ Jones said. He at- 
tributed the showing to the heat 
wave and the extensive sales cam- 
paign by the company and its dis- 
tributors and dealers. 


Knapp-Monarch Chops 
3 Appliance Prices 


ATLANTIC CITY—The Knapp- 
Monarch Co. announced price re- 
ductions of from $1 to $3 on three 
of its small appliances at the House- 
wares Show here recently. The Quad 
Waffle iron was dropped from $24.95 
to $22.95, the K-M sandwich toasters 
from $18.95 to $17.95, and the K-M 
automatic waffle iron from $15.95 
to $12.95. 


Everyone Shares, 
Company Benefits at 
Davison Associates 


TOLEDO—Every employe in the 
organization is a stockholder in 
Davison Associates, Inc., commercial 
refrigeration distributing firm here. 

The organization was formed here 
earlier this year by Floyd I. Davison, 
a veteran of 26 years in the food 
store fixture business, and longtime 
McCray distributor in this area. In 
addition to McCray commercial re- 
frigerators, the firm handles Servel 
“Supermetic” condensing units, and 
Bulman shelving. 

Davision has built over the years 
one of the most completely equipped 
commercial refrigeration setups in 
the country, with complete shop 
facilities for both refrigeration and 
store fixture work. 

Davison says that even in the 
short time since the new organiza- 
tional plan went into effect, many 
benefits to the operation of the busi- 
ness have been realized because all 
employes hold stock in the company. 
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THE HEART 
OF GOOD 


AND AIR- 


SYSTEMS 


Mills 2 H.P. Self-Contained 
Water-Cooled Mills Con- 
densing Unit in Mills Mas- 
ter Superautomatic 5-Gallon 
Freezer Model $5020. 


; ‘Typical installation of Mills Compressors. 
There is an efficient, dependable Mills 
Condensing Unit for every installation. 


atthe 


ee Saas Ae 


REFRIGERAT 


CONDITIONI 


The dependable operation ot the Condensing Unit is vital to the 
success of any system of cooling, refrigeration or air-conditioning. 


It is this marked dependability of Mills Condensing Units that has 
been responsible for their continued and growing use by those most 


experienced in the use of such units. 


MILLS Units are compact, sturdy, efficient—made in a range of 
capacities to meet practically all applications:—% to 3 h.p., air-cooled; 
% to 10 h.p., water-cooled; and % to 3 h.p., combination air- and 


water-cooled types. 


New Catalog 204-1 is a handy guide to Condensing Unit selection 


—write for a copy. 


MILLS INDUSTRIES, incorporated 


4100 FULLERTON AVENUE 


CHICAGO 39, ILLINOIS 
Ask for New Catalog 204-1 


MILLS 


COMPRESSORS 


and 


CONDENSING 
UNITS 


HAC Balks-- 


(Concluded from Page 1, Column 3) 
tions is that such agreements be- 
tween the union and contractors can- 
not satisfactorily be worked out on 
a national basis, and are not, in fact, 
in accord with the local autonomy 
agreements and rules of the United 
Association itself. 

Despite the joint resolution of the 
UA and RACCA, it is felt by some 
members of the HPACCNA that local 
groups of the latter will continue to 
set up their own working agreements 
with UA locals in various cities 
throughout the country. 

Since taking its official stand on 
the matter, there has been no further 
official action reported by HPACCNA. 

The original move at the conven- 
tion came about following a letter 
sent to all members by Joseph C. 
Fitts, secretary, in which he asked 
members if they felt that they were 
“secure” in their labor relations, and 
then proceeded to give the text of 
the joint resolution. 

The “mutual recognition” agree- 
ment of UA and RACCA was pub- 
lished in full in the April 11 issue of 
AIR CONDITIONING & REFRIGERATION 
NEWS. Its three main provisions are 
as follows: 


I 
“That the National Association of 
Refrigeration Contractors hereby 


recognizes the United Association as 
the only trade union possessing the 
sole and exclusive right to perform 
the work of handling, installing, re- 
pairing, and maintaining refrigera- 
tion and air conditioning systems. 
II 

“That the United Association here- 
by recognizes the National Associa- 
tion of Refrigerating Contractors as 
the bona fide organization of contrac- 
tors engaged in refrigeration and air 
conditioning work, and further recog- 
nizes their local chapters as bargain- 
ing agents for agreements affecting 
wages or working conditions in the 
refrigeration and air conditioning 
field in their respective areas. 

III 

“That in order to assure the high- 
est uniform quality of refrigeration 
and air conditioning to the public, the 
National Association of Refrigeration 
Contractors and the United Associa- 
tion agree to unite in providing a 
program of apprentice training which 
will continue to supply an adequate 
number of craftsmen fully equipped 
to assure the highest quality of work- 
manship to the consuming public.” 


Galveston Strike Ends as 
Union Wins 15-Cent Boost 


GALVESTON, Tex.—Settlement of 
a week-long strike against the Asso- 
ciation of Refrigeration Contractors 
was announced recently by J. M. 
Criss, business agent of the United 
Association of Plumbers, Steamfitters 
& Refrigeration Fitters, Local 200, 
AFL. 

The union struck on July 1 for a 
25-cent an hour wage raise... Settle- 
ment was on a compromise by which 
the contractors agreed to pay 15 
cents more per hour, retroactive to 
May 31. 

The new contract is effective until 
June 1, 1950, and brings the wage 
scale for union men up from $1.65 
to $1.80 an hour. 


Jewett Acquired -- 


(Concluded from Page 1, Column 4) 


pany is secretary of Jewett. Miss Mae 
Zolki, secretary and treasurer of Rus- 
lander, is treasurer of Jewett. 

Jewett Refrigerator will continue 
to operate in its present quarters. It 
manufacturers commercial refrigera- 
tors of various types, mortuary re- 
frigerators, and ice chests. 

Manufacturing operations of the 
Ruslander company, which for years 
have been located at 214 Lower 
Terrace, have been shifted to 18 
Letchworth St., part of the Jewett 
Refrigerator property. 


Walters Appointment - - 


(Concluded from Page 1, Column 4) 


the automotive industry for more than 
15 years. Starting as a retail sales- 
man, he advanced to field managerial 
positions, to district manager and 
finally factory sales executive. Dur- 
ing the war he switched to industrial 
relations coming to Hotpoint in 1947. 

Walters announced the consolida- 
tion of the company’s entire field 
organization under Edward R. Taylor 
as sales manager. 


Chicago Jobs Mount-- 


(Concluded from Page 1, Column 3) 


All dealers contacted in a _ spot 
check reported that the heat wave 
had zoomed sales, but one leading 
dealer expressed the opinion that 
“those who are cashing in are the 
ones who have laid the groundwork 
previously through sales and adver- 
tising efforts.” ‘ 

The falling-behind-on-installations 
problem is a knotty one, for the 
following reasons: , 

(1) When the would-be-buyer dur- 
ing a hot spell orders an air condi- 
tioner, he wants it installed right 
away, and can’t understand why it 
sometimes can’t be done right away. 

(2) The hot spell not only in- 
creases installation work through in- 
creased sales, but throws a terrific 
burden on the service departments, 
the personnel of which are often 
available for installation work. 

Only immediate answer to the 
problem is to work around-the-clock. 
In a long range view, dealers will 
have to intensify their efforts to get 
buyers to purchase room air condi- 
tioners and have them installed be- 
fore the hot weather sets in. 


Carmine Appointment- - 


(Concluded from Page 1, Column 5) 


25 years of service with the company. 

In 1932, he was named sales man- 
ager of the middle west for Philco 
with headquarters in Chicago. He 
made such an outstanding record in 
that capacity that he was transferred 
to the home office of Philco in Phila- 
delphia to become assistant general 
sales manager in 1939. 

Two years later, he was appointed 
general sales manager and in March, 
1942, he wes named vice president 
in charge of merchandising and 
elected to the board of directors. 
Since January, 1948, he has been 
vice president—distribution, and in 
this capacity has been responsible 
for the development of all product 
lines, as well as the sales, merchan- 
dising, and advertising activities of 
the corporation. 

Over the years, Carmine has played 
a leading pa:i in the development of 
the Philco distribution organization 
of 130 wholesale distributors and 
over 25,000 retail dealers. 


May Washer Sales Exceed 
April, 41% Under May '48 


CHICAGO—Factory sales of stand- 
ard size clothes washers for May 
were up 9.8% over April but were 
41% below those of May last year, 
the American Washer and _ Ironer 
Manufacturers Association reported 
recently. The May total was 214,000 
units. 


Heat Damage May Help - - 


(Concluded from Page 1, Column 2) 


The spoilage in stores should pro- 
vide salesmen of refrigerated produce 
= with the best story they could 

nd. 

The destruction of fruit and vege- 
table crops should give home freezer 
salesmen a story of the economies 
that can be made through home 
freezing of fruits and vegetables 
either raised in a home garden, or 
bought direct from the farms. 


— 
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MOTOR-BASE 
ADAPTERS 


For fast service and 
a satisfied custom- 
er, use a set of 
motor adapters on 
your . next motor 
replacement. 


SERVICEMEN SEE YOUR JOBBER 


Motor Adapter Corporation — 
4730 JOY ROAD 
DETROIT 4, MICHIGAN 


Vg to VA hp.—101-D 
Yn to %, hp.—102-C 
1 to 3 hp.—103-C 


Wanted 
Refrigeration Engineer 


Must have years of experience in 
the assembly of A.C. and D.C. units 
and design and construction of 
domestic refrigerators. Write com- 
plete details as to salary and quali- 
fications. King Refrigerator Corp., 
7602 Woodhaven Bivd., Glendale, 
Long Island, New York. 
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Aneat trick any refrigeration service engineer can perform 
in 10 seconds without practice. 


TRICK: 


Take one ALCO “TK” THERMO Valve. Suddenly —right on 
the job—it magically becomes three valves in one, ready to 


- function in three different capacities! 
re hs 
: sotuTion= & & 
a You merely screw one of these two little discharge tubes 
00 into the outlet, and Presto!—you’ve changed the capacity 
like this: 
NOMINAL CAPACITY IN TONS 
\- VARIATIONS 
“Freon-12” | Methyl Chloride 
“4 1. Without tube 1.15 2.30 
ce 2. With “O” tube .50 1.00 
ld 3. With “OO” tube 25 52 
- Only one valve instead of three to carry in stock and to 
es the job—a big saving in inventory, time and trouble! Ask your 
ne nearby wholesaler to let you try this ALCO magic today! 
les 
or “TK” three-in-one THERMO VALVES 


1 mares ALCO VALVE CO. 


of Thermostatic Expansion 
Ln  * 853 KINGSLAND AVE. + ST. LOUIS 5, MO. | 


Float Valves; Float Switches. 
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Utility Aids Dealers In Centering Summer 
Range Promotion on “Cooler Kitchen’ Theme 


NASHVILLE, Tenn.—A summer- 
long electric range and water heater 
promotion which incorporates an idea 
designed to provide cooperating deal- 
ers with thousands of live prospects 
is currently being conducted by the 
Nashville Electric Service. 

The idea, as explained by William 
D. Hall, sales promotion manager of 
the utility, is to send a letter and 
printed folder stressing the advan- 
tages of electric ranges or water 
heaters to several types of customers. 

These types are: 

1. Those whose homes have been 
wired with a range outlet which is 
not presently in use. 

2. New customers who do not use 
an electric range (or water heater). 

3. Old customers who have moved 
to a new location but do not use an 
electric range (or water heater). 

4. Customers who now use an elec- 
tric range and refrigerator but not 
an electric water heater. 

Hall said that the utility makes 
these names, which run to several 
thousand, available periodically to all 
those dealers who have signified their 
intention to follow up promptly and 
systematically with personal calls. 


Dealers Divide Names 


To avoid duplication of dealer’s 
sales effort and annoyance to cus- 
tomers, the names of prospects are 
divided among participating dealers 
in the ratio of their reported 1948 
stores sales to the total of all sales 
by Nashville dealers for the year. 

“For example,” Hall explained 4. 
a letter to dealers before the cam- 
paign started, “if all dealers partici- 
pated in the follow-up plan, a dealer 
who had sold 100 of the 6,100 ranges 
sold in Nashville during the past 
year would be entitled to receive... 
one out of every 61 names given out.” 

The same set up applies to water 
heaters. 

These letters are designed to dove- 
tail in with a strong advertising 
campaign throughout June, July, and 
August, based on the theme “Cook 
cool electrically. Come out of the 
kitchen fresh.as a daisy.” 

This theme, which aims at a cool 
kitchen all summer long, is being 
repeated in bus cards, prominently 
located billboards, and radio spots. 
Dealers have been urged to apply 
the theme in their own summer 
advertising and selling. 


60% Using Electric Ranges 


Hall pointed out to dealers that, as 
of May 1, 42,192 of the utility’s 
71,702 residential customers, or about 
60%, are now cooking with an elec- 
tric range. 

“These figures and percentages 
should be borne in mind by your 
sales people,” he said, “when a 
‘doubting Thomas’... says, ‘I’ve 
never used an electric range or a 
water heater, how do I know I will 
like it?’ 

“When your salesman answers, 
‘Madam, about 60% of all Nashville 
homes are cooking electrically,’ may- 
be she’ll begin to listen to closing 
arguments.” 

Incidentally, as of the same date, 
there were 25,915 electric water 
heaters and 58,058 electric refriger- 
ators on the company’s lines. 

All of the utility’s promotional 
letters stress the number of local 
users of the appliance being pushed. 

In its letter to customers whose 
houses are wired with an electric 
range outlet not in use, the utility 
states: 

“Our records indicate that your 
kitchen was at one time and may 
still be wired with an electric range 
outlet which is not presently in use. 

“If you have not already purchased 
an electric range to fill this gap in 
your ‘all-electric’ home, we would 
like to point out some of the many 
advantages you can now enjoy by 
doing so. 


amaliees 


... speaking of room 
air conditioners ... 


NOW is the heart of the selling 
season! “There's gold in them thar 
hills"—if you dig for it. And pardner, 
Remington has the tools to make 


digging easy—the COMPLETE line— 
window units, consoles, ¥-134 hp., for 


AC and DC, water-cooled and air- 
cooled. Write today for Booklet G-2. 
REMINGTON AIR COND. DIV., 
CORTLAND, N. Y. 


“First, consider the widespread use 
of electric ranges in Nashville. To- 
day, more than 41,000 homes—prac- 
tically two out of three—cook with 
electricity. 

“The modern electric range is 
taken for granted as a necessity, 
just the same as your electric light, 
your running water, and your tele- 
phone. This overwhelming public 
preference for electric cooking is be- 
yond all contradiction. There must 
be reasons for it. And there cer- 
tainly are! 

“Read the enclosed folder. care- 
fully and you will understand the 
most important reasons for owning 
an electric range. 

(In addition to the utility’s own 
folder, an electric range booklet 
prepared by Nema is included.) 


“Nashville electrical appliance 
dealers have many makes and models 


in stock for you to choose from at 
prices to suit your family pocket- 
book. A small cash deposit and easy 
payments are yours for the asking. 

“And don’t forget .. . if your elec- 
tric range outlet is still intact, there 
won’t be one penny of installation 
cost to you. 


Home Economist Follow-Up 


“P. S. If you have just recently 
installed an electric range since our 
records were last checked, one of our 
home economists will be glad to call 
and demonstrate its full and com- 
plete uses.” 

The home economists referred to 
are Sarah Miller, Maribel Burch, and 
Jeanne Jakes, who, according to a 
recent N.E.S. bulletin, devote most of 
their time to the demonstration of 
newly-purchased electric ranges in 
homes. 


They also answer many calls to 
consult on electric cooking problems, 
advise on general planning for all- 
electric kitchens, speak before club, 
group, or school meetings, and hold 
public promotional demonstrations 
for electric cooking equipment, home 
freezers, etc. 

The letters to new customers and 
those who have moved to a new loca- 
tion say in part: , 

“We are pleased to welcome you 
among new users of electric service 
who have signed up since Jan. 1.... 

“Your application for electric serv- 
ice states that you are not intending 
to use an electric range for cooking. 

“May we take this opportunity to 
point out a few of the many advan- 
tages you can enjoy with electric 
cooking—advantages that are not 
possible with ordinary types of 
PURITY « « <” 

After citing the various advan- 
tages, the letter concludes: 

“So resolve now to add a new 
electric range to your all-electric 
kitchen at the earliest opportunity. 
Visit your appliance dealer for a 
demonstration now.” 

The letter to customers who now 
use electric ranges and refrigerators 


but not water heaters uses a differ- 
ent approach. It says, in part: 

“In Nashville, the swing is toward 
electric water heaters—that’s definite. 
During the 12 months ending last 
December 31, 4,758 of them were 
installed in Nashville homes, making 
a total of 24,538 in use at that time. 

“That’s a record to be proud of, 
even in Nashville where “electricity 
is cheap.’ But there are many more 
important reasons for enjoying an 
electric water heater than merely its 
low operating cost. Take it from the 
folks who own them, and know.” 

Three testimonials follow: 

“Splendid testimonials, these, for 
electric water heating, but hardly a 
word yet about its low-cost opera- 
tion. So please turn to the folder 
enclosed and learn the amazing facts 
for yourself about its great economy. 

“Then see your appliance dealer 
about an installation—on convenient 
monthly terms, if you wish.” 

Hall said that he has sent out 
about 16,000 copies of this last letter. 

He declared that he intends to re- 
screen his files in about two months 
and then follow up those who have 
not purchased with another letter 
written from a different angle. 
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Meet the 11 millionth Frigidaire! It’s the 
most beautiful, most usable Frigidaire ever 
built —the stunning leader of a great Frigidaire 
line —a two-door combination refrigerator and 
homie freezer of the most modern type: Locker- _ 
bo Top Freezer provides near-zero temperatures 


for quick freezing foods, storing frozen foods 
and making plenty of ice cubes. Cold-Wall 
compartment is cooled by chilling coils built 
right into the walls — keeps food vitamin-fresh 
for days and days without covers of any 
kind — needs no defrosting at all ! 
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Many Brands--Many Models: 


BROOKLYN—“When a prospect is 


shopping around to find the best buy 
in refrigerators, she can make all 
the comparisons she wants and 
never leave our store,” Benjamin 
Zises, president of Hi-Grade Gas 
Range & Refrigerator Co., Inc. here 
declared proudly. 

“We not only carry all major 
brands of refrigerators, but we carry 
almost every model in the line,” he 
added. “Our salesmen do not have to 
refer the customer to a piece of 
literature or say that the other model 
is almost like this one. He just takes 
the customer to the model in ques- 
tion and shows her exactly what it 
is like.” ’ 

Zises claims that his store at 758 
Broadway is the largest independent 
appliance store in Brooklyn. He has 
also recently opened another outlet 
at 723 Flatbush Ave., which, accord- 
ing to Abe Zebrak, vice president, is 
the most modern in Dodgerland. 

The Broadway store, opened 32 


By George M. Hanning 


years ago, now encompasses about 
16,000 sq. ft. of selling space. It just 
grew like Topsy and looks it. 

The backwall of the original long, 
narrow store was knocked out in the 
first expansion move to take in a 
square back room set at a 45° angle 
to the front section of the store. The 
next expansion was off to one side 
and to the rear of this large back 
room. 

Next, the shop to the right of the 
original store was taken over and 
most recently, the upstairs portion 
of this shop has been remodeled into 
a series of comfortable television 
salons where 83 video sets can be 
operated at one time, according to 
Zebrak. 

The odd, goose-neck layout of the 
store, with several separate mer- 
chandising areas, has enabled Zises 
and Zebrak to carry out one of their 
pet promotional ideas. 

That idea is to spot small dis- 
plays of featured merchandise all 


through the store in addition to giv- 
ing it complete emphasis in the main 
floor area. Right now, in the hot 
summer weather, refrigerators have 
been given the spotlight. 

So patrons, even before entering 
the store are confronted with a 
window display massed with refrig- 
erators. A companion display win- 
dow, dominated by television sets, 
also contains a deluxe model refrig- 
erator in a conspicuous spot. 

Upon entering the store they find 
both walls lined solidly with re- 
frigerators of every model and 
brand. Many of the refrigerators in 
the forward section of the display 
floor are loaded with foods. 

In other parts of the store where 
other major appliances are concen- 
trated, small clusters of refrigera- 
tors are strategically placed to catch 
the customer’s eye. No matter what 
part of the store she might visit, 
she is bound to be confronted with a 
refrigerator. 


Dealer Finds Wide Selection No 
Hindrance To Selling Appliances 


In this manner, the store’s patrons 
are bound to notice the beauty and 
improvements on the new model re- 
frigerators, the management believes. 
If she is the owner of an old unit, 
she cannot help make comparisons. 

To further the patron’s interest, 
Hi-Grade stresses trade-in allowances 
in its extensive newspaper advertis- 
ing that blankets the entire metro- 
politan New York area. 

Zebrak stated that the store is 
glad to take trade-ins and feels that 
it must to make sales in today’s pre- 
dominantly replacement market. The 
firm, however, makes no attempt to 
sell these traded-in refrigerators to 
its customers.. Instead it sells them to 
second hand dealers, resort owners, 
and other quantity buyers. 

Zebrak said that by doing this, the 
store saves itself the considerable 
expense of reconditioning units and 
the ever present threat of ill-will 
from a customer who might get a 
‘‘bad” used box. 
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Match or Challenge. 
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PROOF that more people find more features, more value 
in AMERICAS No.1 REFRIGERATOR / 


Vous 11 million refrigerating 
units built by Frigidaire! 
Think what that experience 
means to Frigidaire Dealers 
and their customers! It’s ex- 
perience only Frigidaire can 
give. And it’s proof —11 mil- 
lion times over—that more 
people have found in Frigid- 
aire the features that count. 
They get the dependability 
of the famous current-saving 
Meter-Miser —beauty inside 
and out —safe cold from top 


to bottom — more room — 
long-lasting economy! No 
wonder Frigidaire is Ameri- 
ca’s No. 1 Refrigerator —it’s 
America’s No 1 value! No 
wonder more Frigidaire Re- 
frigerators serve in more 
homes than any other make. 
No wonder nearly three mil- 
lion have been sold since the 
war! Yes, when people buy 
on proof of value, not claims, 
they buy a new Frigidaire 
Refrigerator ! 


AMERICA'S BIGGEST LINE OF REFRIGERATORS! | 
3: TYPES—14 a © ee 


MEET THE METER-MISER 


Simplest cold-making mechanism ever built! 


Only Frigidaire has it! 


Here’s the new Frigidaire Meter-Miser 
—the “heart”’ of every new Frigidaire 
Refrigerator. Look at how compact, 
how simple it is! Far more powerful 
than before— yet still uses just a trickle 
of current ! Precision-built like a fine 
watch—sealed in steel against dirt, air 


and moisture — oiled for life. Has no 
belts or pulleys, runs quietly, trouble- 
free. The Meter-Miser provides safe 
cold from top to bottom even in hot- 
test weather —and remember —it’s the 
temperature that counts. Only Frigid- 
aire has the Meter-Miser ! 


The store prefers, he said, to deal 
only in new merchandise so that cus- 
tomer satisfaction is assured. Ar- 
rangements have been made with dis- 
tributors of the various brands so 
that the distributor will handle the 
service on a 24-hour basis. The store 
pays the distributor to do this, 
Zebrak asserted. 

The Hi-Grade organization, which 
includes 10 floor salesmen, prides 
itself on its merchandising policies. 
In a city where “discount” is a house- 
hold word, this dealership never 
gives one to a customer. 

“To give a discount isn’t sales- 
manship,” Zebrak insists. “Any order 
taker can give the customer a dis- 
count. The real salesman sells the 
customer on the value she is getting 
for her money. 

“Our salesmen are _ thoroughly 
trained in the features and values of 
every box we carry. Handling a large 
number of brands has proved to be 
no drawback to them. 

“The customer can take her pick 
of any brand she wants and thereby 
rest assured that she is getting the 
best on the market for her. She 
doesn’t have to go anywhere else to 
make comparisons.” 

Zebrak pointed out that the store 
has one of its many sections devoted 
to working appliances where the 
salesmen can demonstrate any appli- 
ance the prospect wishes to see in 
operation. 

Another section of the store con- 
tains several permanent displays of 
model kitchens, each arranged as a 
customer might find it in a typical 
Brooklyn home. Different wall paper 
backgrounds help to create this 
effect. 

Though the store is located in a 
low income neighborhood, Zebrak as- 
serted that it pulls its customers 
from all over the metropolitan area, 
including sections of New Jersey. 

Many of these are old-time cus- 
tomers that used to live in the im- 
mediate neighborhood but later moved 
to other areas. They still prefer to 
come back to Brooklyn to buy their 
appliances, Zebrak indicated. 

This is the type of customer 
that the store likes to have and has 
set its sights to retain. 


Toastmaster Fair-Trading 


Is Sought In McGraw Suit 


NEW YORK CITY—Permanent in- 
junctions to restrain two local retail- 
ers from selling Toastmaster toasters 
at less than fair traded prices and 
$500 damages against each one are 
being sought in a suit filed in Su- 
preme Court here by the McGraw 
Electric Co. 

The retailers are Oscar’s Radio 
Shop, Inc. of 176 Greenwich St. and 
Marks Appliance Co. of 143 Green- 
wich St. 

McGraw charges that as a result 
of, the alleged price cutting by these 
two stores, it “has suffered and will 
continue to suffer irreparable injury 
in the loss of goodwill and in damage 
thereto for which plaintiff has no 
adequate remedy at law.” 


Dealer Pays Parking Fines 


CASPER, Wyo.—Walter Berlet is 
engendering good will and getting con- 
siderable good publicity for his two 
appliance stores here by paying park- 
ing fines for all out-of-town cus- 
tomers who receive an overtime park- 
ing ticket while shopping at either 
store. 


A PROFITABLE 
“Puch Over” SALE 


ON EVERY 
FREEZER 


a 


“SERVICE CALL 


. Every home freezer 
owner needs this 
me warning device of _ 
= mechanical failures. _" 
= You know the own- “i 
Bers. They need the 


lain exterior finish, 
BUFFALO 8, N.Y. 


Frigidaire offers a refrigerator to more food storage space in less kit- ~not : mee Sentry. 

fit every need—in style, in size, in chen space ! And every one of them ee” e lers , Claims |” Self-contained...installed in two minutes... ie 

price ! There are 3types—the thrifty provides all the great, basic Frigid- ~ > are tying-in — positive action...no thermostat...battery a 

Master Refrigerator, the feature- aire advantages— the result of expe- Ith Proof-Of-Val operated with 5 year battery life...100 hour = 
: packed De Luxe Refrigerator with _ rience that is unsurpassed. And now ue buzzer operation...extra profit margin...write es * | 

its full-width Super-Freezer Chest, —Frigidaire is first again in offerinz for complete story. in 

and the two-door Cold-Wall Im- the famous Frigidaire Lifetime Porce- JEWETT ASSOCIATES “he 
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perial, 14 models in all — all offering 
1053 MAIN STREET 
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Packard Hails Capable Sales Management as Key To Building 
Successful Retail Major Appliance Merchandising Organization 


By D. A. Packard, Kelvinator Household Sales Manager* 


The lifeblood of the major appli- 
ance business is specialty selling. In 
the strong competitive conditions 
now prevailing in the industry, con- 
tinued profitable operation depends 
on restoring appliance specialty sell- 
ing organizations to pre-war strength 
and effectiveness. 

To us, the art of building a spe- 
cialty selling organization has six 
major fundamentals: 


the success of the first five funda- 
mentals are dependent on this one, 
is the establishment of proper sales 
direction. 

Once capable sales direction is 
established in a retail organization, 
the accomplishment of the other five 
fundamentals is a matter of time and 
training. Until then it is of little 
value for a retailer to devote a lot 
of time and attention to the other 


We are not going to rebuild the 
specialty sales power of America 
until we rebuild specialty sales man- 
agement. 

The experienced sales manager 
knows that the attraction of men, 
the first fundamental in building a 
sales organization, is very similar in 
many respects to the attraction of 
customers for his products. Experi- 
ence teaches us the best way to at- 
tract men to a sales organization is 
for the sales manager to be con- 


The third thing the capable sales 
manager knows about the art of 
specialty selling is the importance of 
a carefully worked-out compensation 
plan. A compensation plan must be 
set up so that it will assure a fair 
profit on a reasonable volume of busi- 


Most adequate compensation plans 
today include a fixed salary plus 
compensation for extra sales achieve- 
ments in order to give the salesman 
security and a regular weekly income 
—and they also include such social 
benefits as hospital insurance, sick 
benefits, paid vacations, and so forth. 

In lines where there is a consid- 
erable difference in the gross profit 
to the retailer on various items 
available for men to sell, great care 
should be given to bonus adjustment 


duration—preferably for a few days 
or a week. It is very hard to keep 
interest at a peak in a contest that 
runs for a long period of time. 


Probably the most important prin- 


-ciple involved with the use of this 


kind of stimulation is the necessity 


proper direction of retail sales or- 
ganizations that is essential to the 
art of specialty selling. It is a 
quality found among outstanding 
sales managers everywhere. I think 
it has been best described by the 
expression that a really good sales 
manager has a “mother instinct.” In 
other words, he takes a close per- 
sonal interest in the salesmen work- 
ing for him and a personal responsi- 
bility for the success of every man 
on his crew. 


ators, brushes, and so forth. Many ness. Second, unless it assures a fair for paying prizes promptly on the 
Many people have discussed “The Art of Specialty Selling” of thems meen leareee Se = “ — oe individual salesman for ay the contest finishes and paying N 
but very few have covered the fundamentals of it as well as did ee ee ee ee ee ek On, ae Medlin, oF " 
» : : : field experience so gained. will be excessive and sales results whatever is promised—but never in ye 

Dan Packard, Kelvinator household sales manager, in his talk But with the war, the need for sell- _indefinite. credits to the man’s account or by 
before the recent meeting of the Oil Heat Institute. ing vanished, and successful retail ’ = some other indefinite means. Smartly _ 
The editors believe that all those who are interested in spe- sales oe pig a a Straight Commission conceived, carefully followed contests " 
cialty selling as a possible key to merchandisi i ee = Lacks Securit among retail salesmen have produced ” 
y d , f Rs in P y nly a : Sing success will find ward only a fraction of the experi- y extra volume beyond calculation Cz 

a great ea e ve ue in ackard s dissertation on how a specialty enced, capable sales managers we From our viewpoint, straight com- among specialty sales organizations 

selling organization can be built. had before the war returned to this mission selling, while still in limited jn the appliance industry. 
field. use, is generally a plan of the past. There is still another factor in the 


(1) Attraction of men. fundamentals because without excep-__stantly on the alert for prospective - that encourages the sale of more : ; 
(2) Proper selection of those who tion, an attempt to build a retail salesmen. profitable items. Many merchants are ‘ce = ‘to. a  senndinenen ws 
can be expected to succeed in sales ‘Sales organization without proper The second fundamental is to make already being plagued by having  Girected by a man with this ability ae 
wade. sales direction is doomed to failure. gyre that the men selected are quali- most of their sales in the low-profit ; fri 
(3) Establishment of an adequate This _ a ok asec ger gape fied for success in sales work. regen yet te agen a 
compensation program. men who understand retall sales Out of the war we believe there o show retailers the necessity 0 ° 
. Ce ee management are not now available to iati recognizing this in their compensa- Westinghouse Dealers Offer pe 
(4) Training of retail salesmen came a new appreciation of the value uti 
' / us in anywhere near the quantities of aptitude testing. We can tell you tion plans and those who do, are Savi 4 k ’ fin’ 
a2 Age ao neta geo we need. this about it. It does not assure showing far better profits per dollar 9%AVINGS ON Pac age Dea rs 
wile ~ + wet Big Fegan non selon pol as: The reason for this is obvious. retailers of hiring only men qualified Of sales. ‘ 10 
pe During the 1920’s specialty selling to become salesmen. It does, how- Next in the art of specialty selling CHICAGO—An appliance package sig 
; ‘had its first big growth. Thousands’ ever, assure them of materially in- comes the subject of training; the deal that promised to save the con- in 
(6) Most important of all, because of young men started pushing door creasing their batting average in the experienced sales manager knows sumer $117.85 was offered by local panes 
VCondensation of an address before the ells in the interest of selling vacuum selection of men who will stay with that training is a never-ending pro- Westinghouse dealers recently. pane 
Oil Heat Institute. cleaners, washing machines, refriger- them and be successful. cess. Carefully and continuously The offer, announced in a coopera- I 
© planned sales training work is a tive advertisement, combined four wr 
most important fundamental in the specified Westinghouse appliances flus 
art of specialty Selling and it is @ headed by a “Commander” model the 
responsibility which no retailer, who  ejectric range in a package for lary 
d n § t ed. ll fa Q:- d SV toA wants a hard-hitting sales force, can $9279.95. If purchased individually, of 
eee expect to leave in the hands of his_ the items, which included a food en 
suppliers. mixer and juicer, an electric griddle, eac 
7 and an automatic pop-up toaster, C 
Training Alone would cost the consumer $397.80 at the 
Can’t Do the Job a prices, the advertisement eac 
said. } 
One other point regarding training. pots 
In most discussions on the subject of 
e ; specialty selling organization, train- G.-E Scheme Will Cut Stocks and 
Refrigerator Hardware ing is emphasized as the one funda- ar 
mental that produces results more And Avert Short Week ew! 
than any other force. I agree with ples 
this thinking with one exception: . 
training alone won’t do the job. uk caaiae’ a Conn.—An unesti- T 
Men can’t be trained who are not a ee of workers employed 8 in 
basically qualified to be salesmen, nor at General Electric Co.’s plant here vent 
will well-trained men stay pony the may be idle the first and fourth fron 
job if their method of compensation weeks of August in addition to the stor 
does not allow them to make a good period from Aug. 8-21 when all plant plen 
living as a result of their efforts employes will be on vacation, accord- A 
7 a ing to M. W. Reid, works manager. pres 
The fifth fundamental mentioned is Reid ont ; dail; 
that of stimulation. There is one er anke the comeny anhee action 
thing all experienced sales managers wes permit the liquidation of some " 
agree as being common to the suc- finished goods now on inventory and ing 
cessful specialty salesman—the reac- iene it oa y to reduce the We 
tion of his natural competitive spirit a a See ow 
i to contests. Without exception the © 4 “ 
> best retail sales managers in our am 
. 59-224 LOCK industry make continual use of this snail 
means of urging their organization T 
on to greater achievements. duu 
There seem to be certain rules atee! 
common to the successful application is a 
of this fundamental. The first is that RE FRIGERATION, INC. whic 
a good sales organization can be 
7 ruined by too much of this good @ FARM AND HOME FREEZERS ow 
tac medicine—the timing in the use of |® REACH-IN REFRIGERATORS pon. A 
contests is most important. The sec- § @ ‘ 
Write or Design Details ve ond thing is to get constant variation | pn ae -.. 
esate —T a into the type of contest used and | OLERS pion 
into the purpose for which the prizes [RUMI Bel MUTIETe Rai amaemel Te ‘ 
on Surface, | “Thru-The- Door” ase given PT eRYEna wt eet pore 
Contests should be for a_ short | comn 
tray 
and “Edge: Mounted” nee mh 
| amou 
= for ¢ 
. cut, 
SEDAN ERIRREN IS eer ES, CATERING 0 trays 
. the r 
Across-the-Line Starters poste 
The Bulletin 709 solenoid starter is 
a favorite for air conditioning and 
refrigeration because it is good for 
millions of operations and does its job — 
day in and day out without attention, 
The double break, silver alloy contacts 
never require maintenance. There is 
only one moving part—no trouble- 
making pins, pivots, hinges, or flexible 
conductors. Write for information. 
Tete one ALLEN-BRADLEY COMPANY 
Size 2, Bulletin 709 across-the-line solenoid “ 1313 S. First $ ty ° 
starter with cover removed. Milwaukee 4, Wisconsin 
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Custom-Built for Efficient Food Handling 


Note how recessed light- 
ing in the Clifton Cafe- 
teria walk-in simplifies 
upper-shelf storage of 
large crates. Shelving is 
so arranged that standard 
cafeteria trays can be 
used. throughout 


% 


Shelves In Bakery Walk-In 
Are Set Away from Wall To 
Ease Circulation Problem 


LOS ANGELES — An outstanding 
feature of the new, all stainless steel 
bakery built by Clifton Cafeteria 
here, is a custom-built, walk-in re- 
frigerator. 

Serving approximately 20,000 peo- 
ple per day, Clifton Cafeteria 
utilizes the big box for storing both 
finished products and_ ingredients. 
Measuring 16 ft. long, 9 ft. deep, and 
10 ft. high, the refrigerator is de- 
signed to operate at 40° F., and has 


-floor, walls, and ceiling done in 


ceramic tile, with 6 inches of cork 
insulation. 

Lighting fixtures consisting of cork- 
wrapped light-bulb boxes are set 
flush in the ceiling, to do away with 
the possibility of breakage in storing 
large crates or boxes. This recessing 
of the lighting fixtures necessitated 
extending the insulation 6 in. above 
each of the boxes. 

One of the outstanding features of 
the box is a “breathing pipe” within 
each one of the light boxes, which 
does away with cloudiness and con- 
densation on the glass cover plates. 

Shelving is of stainless steel pipe 
and is supported by chromium tub- 
ing. Each leg is set back from the 
back edge of the shelves to permit 
plenty of room for cleaning. 

The shelves themselves, are spaced 
3 in. away from the walls, which pre- 
vents the walls of the refrigerator 
from being smeared or daubed by 
stored foods, and in addition, provides 
plenty of space for air circulation. 

As pointed out by Edmund Clifton, 
president of the firm, this simplifies 
daily cleaning of the refrigerator. 

A 2%-hp. condensing unit, provid- 
ing direct expansion refrigeration to 
a dome-type cooler in the center of 
the refrigerator ceiling is used to 
power the box, which is provided with 
a “hot gas” valve which automati- 
cally defrosts it. The valve is con- 
trolled by a solenoid and time-clock. 

To one side of the stainless steel 
door, which required special stainless 
steel hinges to support its weight, 
is a large dial thermometer from 
which temperature readings are kept 
hourly. Employes are instructed to 
keep the refrigerator operating at a 
constant 40°--F. 

Lastly, all shelving in ‘the new 
refrigerator, as: well as other refrig- 
erators, proof. boxes, and reach-in 
boxes throughout the bakery, are so 
constructed that they can easily ac- 
commodate the standard cafeteria 
tray used by Clifton’s. 

This does away with an exceptional 
amount of extra labor and expense, 
for all baked goods are prepared, 
cut, dished, and deposited on these 
trays and thereafter deposited in 
the refrigerator, handled, and trans- 
ported to the service counters with- 
out the use of special containers. 


LEARY more 
to carn MORE 


Enroll for Instruction in 
Air Conditioning 
Refrigeration 
Sheet Metal Layout 
Thermodynamics 
Heating 
Ventilating 
Heat Pump Engineering 
Practice & Theory 
Basic & Advanced 
GI Benefits 
Write For Class Starting 
Dates & Full Information 
DETROIT AIR CONDITIONING INSTITUTE 
4125 GRAND RIVER 
DETROIT 8, MICHIGAN 
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Heating & Cooling Chartered 
With 200 Shares In Buffalo 


BUFFALO — Heating & Cooling, 
Inc., has been incorporated here with 
capital of 200 shares. Incorporators 
are the following: William H. Ernst, 
Harry R. Reed, and Helen C. Horn- 
beck. 


Servicemen’s Union Asks 
Chicago Contractors for 
Journeymen Pay Increase 


CHICAGO—Refrigeration and air 
conditioning contractors here whose 
installation and servicemen are mem- 
bers of the local union of the United 
Association are negotiating with the 
union over a demand for a 15-cent- 
per-hour wage increase for journey- 
men. 

The demand for the 15-cent in- 
crease was made on all trades in 
which piping in involved. The local 
union in the plumbing field is said 
to have accepted a compromise offer 
of 10 cents an hour. 

The union’s contract with the re- 
frigeration and air conditioning firms 
isn’t near termination, but the union 
made the demand under a wage- 
reopening clause. 

While the union has strong repre- 
sentation among the larger, install- 
ing-type contractors, many of the 
smaller shops in the Chicago area 
have not as yet been thoroughly 
unionized. 


‘Experiment’ Proves Profitable 


52° F. Artesian Well Water Pre-Cools, 
Cleans Spinach for Pre-Packaging Firm 


CHESTERFIELD, Mo.—Combining 
the advantages of naturally cold 
artesian water with mechanical stor- 
age refrigeration has made possible 
production of 12,000 dozen packages 
per week of pre-packaged spinach at 
Hellwig Bros. Vegetables, Inc., here. 

The company at one time one of 
the largest bulk spinach producers 
in the country, converted over to pre- 
packaging three years ago on an ex- 
perimental basis, and has since com- 
pleted a huge 215 by 40-ft. pre-pack- 
aging plant, with two packaging 
lines. 

Fresh spinach from Missouri and 
Texas is brought into the plant, and 
goes immediately into two drum-type 
washers, which are fed 180 g.p.m. of 
artesian water, which comes out of 
the ground at 52°. 

This “pre-cooling”’ is sufficient to 
keep the spinach cooled all the way 
through the 150-ft. packaging lines. 


After inspection, drying and pack- 
aging into 12-oz. cellophane bags, the 
spinach passes through a heat-sealing 


machine, directly into a 15 by 36-ft. . 


walk-in refrigerator, which chills the 
bags down to 35° F. in eight hours 
or less. 

A 5-hp. condensing unit, and 3 
blower-type overhead coolers provide 
steady circulation of chilled air... 

Under most circumstances, spinach 
can be shipped within’ 10° hours of 
receipt at the plant, and maintenance 
of low-temperatures along the line, 
and the slow, gradual temperature 
reduction process in the walk-in re- 
frigerator guard against spoilage, loss 
of eye-appeal, and other dangers, 
according to Walter Hellwig. 

Correctly refrigerated spinach 
shows little or no spoilage loss, where 
that packaged and shipped at “field 
temperature” may show a _ consis- 
tently expensive loss factor, he said. 
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“Freon Advertising Talks Facts 
to help you sell your prospects! 
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“Freon” is Kinetic’s registered trade mark for its fluorinated hydrocarbon refrigerants and propellents 
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Sound promotions accurately aimed can play a big 
part in the continued expansion of any industry . . . 
and Kinetic Chemicals is well aware of this fact. This 
year, in support of the air conditioning and refrigera- 
tion industry, Kinetic is running three highly selective 
advertising campaigns . . . each directed at men who 
have the power of specifying or buying your equip- 
ment or service. 

In “Architectural Record,” the current ‘‘Freon’’ 
series features articles by independent experts that 
are based on a survey of what architects want to know 
about air conditioning. In ‘““Modern Industry,” busi- 
ness executives in all fields are learning how air condi- 
tioning and refrigeration have solved many manufac- 
turing problems. And in ‘‘Quick Frozen Foods,” the 
importance of safe refrigeration is being stressed to 

. frozen food packers and retailers alike. 

With these campaigns . . . plus periodic story com- 
mercials on Du Pont’s “Cavalcade of America”’ radio 
show (10,000,000 regular listeners) and in the “‘Du Pont 
Magazine’”’ (130,000 readers) . . . Kinetic hopes to in- 
crease knowledge of air conditioning and refrigeration 
among the people you sell. It is to our interest as well 
as yours that we’re telling this story to your own best 
customers and prospects! 


Kinetic Chemicals, Inc., Tenth and Market Sts. 


Wilmington 98, Del. 
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With or without seat 
lift. Size range: 


PORT Ig, 
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(Concluded from Page 1, Column 1) 


Midday, and the sun was riding high 
But he saw no beauty in earth or sky. 
Beside him an unseen Spirit walked, 
And often and softly to him it talked. 


“We've traveled together a_ long, 
long way,” 

It said, “But I leave you, my friend, 
today. 

I have followed you morning, noon 
and night, 

I have whispered warnings to guide 
you right; 

I have taken your hand, and urged 
you on 

To seize the chances that now are 
gone; 


I have coaxed and driven and pulled 
in vain, 

And thundered cautions again and 
again. 

To what avail! Ah, behold you now— 

The sunken eye and lifeless brow. 

I leave you, my friend, for there is 
no school 

For the man dantintint to be a 
@fool!” 

“And who are you?” 
man, with a grin. 
Said the spirit, “The man you might 

have been!” 
—FRANK X. PIATTI 


sneered the 


I am the best pal I ever had, 
I like to be with me. 
I like to sit and tell myself 


Things confidentially; 

I often sit and ask me 

If I shouldn’t or if I should 

And I find that my advice to-me 
Is always pretty good. 


I never got acquainted with 
Myself till here of late. 

I find myself a bully chum, 

I treat me simply great; 

I talk with me and walk with me 
And show me right and wrong 
I never knew how well myself 
And me could get along. 


I never try to cheat me— 

I’m as trustful as can be; 

No matter what may come and go, 
I’m on the square with me. 

It’s great to know yourself and have 
A pal that’s all your own— 

To be such comp’ny for yourself 
You’re never left alone. 

You'll try to- dodge the masses, 

And you'll find the crowd a joke, 
If you'll only treat yourself as well 
As you treat other folk. 

I’ve made a study of myself— 
Compared with me the lot, 

And I finally concluded 

I’m the best friend I have got. 


Just get together with yourself, 
And trust yourself with you, 
And you'll be surprised how well 
yourself 
Will get along with you. 
—Author Unknown 


Add Newspaper Stories 


According to Art Schellenberg, 
publisher of The Sheriff magazine, 
editors of western newspapers in the 
pony express era had to be handy 
with their dukes and with a six- 
shooter. Somebody was always chal- 
lenging them to a duel. 


Art’s exemplary story is about the 
irate subscriber who bristled into 
the office of The Scalped Injun (Ari- 
zona) Free Press, shot it up, and de- 
manded to see the editor. 


From a hideaway underneath a 
composing “stone” the printer called 
out: 

“He ain’t here.” 

“Tell me where that varmint is and 
i ig a ae 

“You'll find him out to the ceme- 
tary. He’s covering the funeral of a 
subscriber who duelled with him 
Tuesday.” 


Shellenberg Still Calls 
His Shots 


This recent editorial from Art 
Schellenberg’s The Sheriff magazine, 
has a punch: 

“A legislator has a tough job. If 
he is a successful man—successful 
enough to serve the people of his 
state at a very low salary—he has 
‘stuck to his last,’ has had experi- 
ence in but few businesses or pro- 
fessions. He is a rancher, a mer- 
chant, an attorney, or an educator 
and yet he must pass laws covering 
every phase of our complex life. He 
must vote on many things about 
which he knows very little. 


“No man knows everything or 
even something about everything. 
For this reason, our wise early legis- 
lators established the custom of 
committees. The original theory was 
sound—give each legislator the task 
of gathering all the facts on a few 
phases of the legislative job so that 
the entire legislature may use those 
facts before taking action. There can 
be no sound legislation without the 
facts and a true picture of the prob- 
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Bolted Bonnet Shut-Off Valve | 


Size range: Globe and Angle, 14” 
thru 2” 


Check Valve 


thru 2” ig 


soften alve 


Size range: 
Globe, 144” thru 4” _ 


Three Way 
Dual Shut-Off Valve 
Size range: 42” thru 1", capped 
and handwheel types 


Expansion Valve 
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Screwed Bonnet Shut-Off Valve 


Size range: Globe and Angle, 4” 
- 1"; Tees, %” thrul” 


Size range: Globe and Angle, 4” thru 1” 


ERT OU 
Relief Valve 


Size range: %” thru 2” ( 


thru 


FIELD PROVEN FEATURES 
HAVE MADE 


lem. 
q 


CONTROLLING 
FLOW 


SINCE 1914 


“We are quite aware of the politi- 
cal abuses of the committee system, 
but we believe the original theory 
and execution of the system was 
sound. We believe that the Senate 
and the House should have Standing 
Committees on Law Enforcement and 
perhaps supplementary advisory com- 
mittees. The legislators, the public, 
and law enforcement men would all 
benefit if the facts played a more 
important part in the passage of 
law enforcement legislation. 

“For example, taking the bristling, 
highly publicized debate on House 
Bill No. 53, affecting the income of 
only six County Attorneys but the 
lives of every citizen. Strip H. B. 53 
of the ‘vest pocket,’ the ‘spite legis- 
lation’ and the ‘double-cross’ inci- 
dents which beclouded the demerits 
of the bill and you find an unfortu- 
nate and understandable lack of 
facts. There was complete disagree- 
ment and in most cases complete 
ignorance on such questions as to 
the number of cases handled, status 
of those cases, number of deputies, 
number of hours worked, average 
age of County Attorneys, or even an 
income estimate for attorneys. A 
county attorney and his deputies were 
tried and convicted without the tra- 
ditional American privilege of a hear- 
ing. Had there been a standing com- 
mittee on law enforcement, supply- 
ing the members of the House with 
enlightening facts after first consult- 
ing the County Attorneys involved, 
the press and public reception to the 
handling of H. B. 53 might have been 
very different. 

“We are trying to be constructive. 
H. B. 53 is only a small part of the 
law enforcement problem. We in 
Arizona, the ‘growing pains state,’ 
have need for a great deal of legisla- 
tive help in law enforcement. The 
laws you pass must be enforced and 
the people you represent protected. 
Recently a group of sincere career 
law enforcement men very close to 
the problem and with sound recom- 
mendations met in Phoenix and 
floundered about the Capitol build- 
ing. They should have been able to 
meet with a standing committee on 
law enforcement with full recogni- 
tion of the dignity and wisdom of 
men engaged in one of the more im- 
portant phases of our community 
life. Please Gentlemen—just one 
more standing committee and per- 
haps a companion advisory com- 
mittee on Law Enforcement.” 


Television Hazards 


You'll get a kick out of this item, 
which appeared in a recent issue of 
a Philco bulletin to servicemen. 

“In the earky days of aerial in- 
stallations, our first concerns were a 
series of don’ts. 

“1. Don’t fall off the roof. 

“2. Don’t drive spikes through the 
ceiling. 

“3. Don’t try to hang the aerial on 
a sky hook. 

“4. Don’t damage the customer's 
property. 

“5. Don’t try to guess at the orien- 
tation. 

“6. Don’t hang yourself on guy 
wires.” 


They Don’t Like It 
Over There 


One of our subscribers in Socialist 
Britain sends us this clipping from 
The Sunday Post—a Glasgow, Scot- 
land, newspaper. 


“The Midland Electricity Board is 
to operate a sales and repairs service 
for radio and television. 


“It will do this from more than 90 
centres, covering 966,000 customers 


“This is the first time the Govern- 
ment has come into the open in 
their policy of competing with the 
small shopkeeper. 

“But the policy has beer. going on 
insidiously during the last few years. 
More and more different goods and 
services are coming within its scope. 

“Did you know, for instance, that 
the Coal Board retails coal as well 


as producing it? The board has 840 
retail businesses. 

“This means they are supplying di- 
rect to industrial and demestic con- 
sumers 35% of our home consump- 
tion of coal. 

The board also runs 83 brickworks. 
These produce 10% of the output of 
bricks in this country. These are 
sold direct to builders’ merchants. 


“The State already owns 211 pubs. 
178 are in the Carlisle area, 15 in 
Gretna district, and 18 in the Cro- 
marty Firth area. 

“With the coming of State towns, 
the Government has power to set up 
more pubs. Forty new towns with an 
average population of 60,000 are 
planned. This means roughly 1,600 
new pubs owned by the State. 


“Moreover, Mr. Ede has made it 
clear the State has powers, which it 
will not hesitate to use, to run its 
own breweries. 

“There are 678 British Restaurants. 
The Ministry of Food can refuse li- 
censes to small men who wish to 
start restaurants. At the same time, 
they can grant licenses for State-run 
restaurants. 

“The State also has power to pro- 
vide whatever entertainment it thinks 
fit in its restaurants. So it isn’t far- 
fetched to envisage the Government 
even going into the dance band busi- 
ness. 

“If the Steel Bill goes through, the 
State can take over 107 firms and 
250 subsidiaries dealing in such 
varied products as umbrellas, hair- 
pins, tennis rackets, bedstead parts, 
fertilizers, and insecticides. 


“A growing practice of late has 
been to steer new tenants in housing 
schemes into buying furniture from 
Co-operative stores and big combines. 


“On taking over a new house, some 
tenants have actually been handed 
a chit telling them where they can 
get furniture on favorable terms. You 
can be sure it’s not the small man 
who benefits from this. 

“Recently a new housing estate 
on the outskirts of London was 
found to be so badly sited that ten- 
ants’ furniture was ruined by damp. 
The local authority admitted re- 
sponsibility. It offered to replace the 
furniture. But tenants were allowed 
to get replacements at a big store 
nominated by the authorities. 


“Under the new Housing Bill, pub- 
lished last week, powers are sought 
for local authorities to sell furni- 
ture, or supply it on hire purchase, 
to tenants of housing schemes. 

“The running of laundries and res- 
taurants by local authorities at these 
schemes is also provided for. 


“If the small man could compete 
on equal terms with the State, it 
wouldn’t be quite so bad. But in 
these days of short supplies and con- 
trols, the odds are heavily against 
him getting a square deal. 


“For example, in selling electrical 
equipment, from lamps to cookers, 
the Electricity Board gives cus- 
tomers three months’ credit. How 
many small shopkeepers can compete 
with that? 

“But the most significant feature 
of municipal trading is that there’s 
no need for the authorities to produce 
a balance sheet. If they trade at a 
loss, they do so at the ratepayers’ 
expense. 

“The ratepayer doesn’t know how 
his money is being squandered. 


“There’s nothing to stop loca! 
authorities subsidizing their trading 
from the rates. It’s suspected this is 
happening in some cases. 


“What's the retail trade’s answer 
to all this? 

“They defy the Government cr 
Town Councils to compete with the): 
on equal terms. 

“As it is, more and more sma 
shopkeepers are being forced out ¢ 
business. Since the war 3,000 hav 
gone bankrupt or given up becaus 
they know they don’t stand a fai 
chance against State or municipa 
trading.” 

Harry Truman, the CIO, and 
millions of bemused voters in the 
United States: please note. 


Are You Looking for An Easy Way 
to Handle Stoves,Refrigera- 


tors and Freezers? 


—__<_——_— 


Solve Your Problem with the New 
ROLL-OR-KARI Dual Trucks 


Patented Step-On-Lift * Folding Handles 
Capacity 1000 Lbs. * Shipping Weight 40 Lbs. 
WRITE TODAY 


THE ROLL-OR-KARI CO 


MANUFACTURERS 
‘ZUMBROTA © MINNESOT 


; 


See Your Jobber — 


Write for 
Catalog No. 99 


Liquid Level Gauge 


Forged Steel 
Size range: 48” and 42” 
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The Trade-In Problem 


Advice by an Authority on the 


Current Market for Used Models 


By Telson Fineman, The Electric Center, Chicago 


This year “trade-ins” will be a big factor in selling household 
refrigerators. Proper evaluation of the traded-in models will mean 
the difference between profit and loss on many sales that the 
dealer makes in 1949. 

To assist dealers in arriving at a proper evaluation of used 
refrigerators, AIR CONDITIONING & REFRIGERATION NEWS will pub- 
lish from time-to-time a discussion of used refrigerator values, 
written by Telson Fineman, one of the proprietors of The Electric 
Center, Chicago, one of the most active reconditioning and used 
refrigerator wholesale firms in the country. 

These articles will describe the “actual’’ values of various makes 
and models of used refrigerators, how these values fluctuate with 
market conditions, and the precautions dealers must take in 
handling trade-ins. These articles are not a substitute for a good 
handbook of used refrigerator values—Fineman recommends 
strongly that all dealers have such a book—but rather they are a 
supplementary service that will enable dealers to get the most 
use out of such a handbook. 


Before we continue the discussion of the value of specific makes and 
models of used refrigerators, several recent developments have changed 
used refrigerator values considerably. 

The first is the release of the former apartment house models for retail 
sale by a number of the larger producers of refrigerators. These “strip” 
models, selling under $200, have tossed several years of older machines 
into the scrap heap. In addition to this, reduction in price of the 1949 
models and the release of the surplus 1948 models at reduced prices, have 
made it more difficult to get a good price for even a late model trade-in. 

But even more deadly to resale prices than either of these is the 
struggle by thousands of dealers to avoid the inevitable loss of business 
as the big merchandisers turn their advertising guns on each other in the 
competition for store traffic. Prices are cut 10 to 20% and terrific trade-in 
schemes and allowances are being made. The smaller dealers must fall 
in line and the majority of them do not have the staying power to come 
out by the same methods of the larger boys. 

If the smaller dealer is set up to recondition and sell his trades, or if 
he has a tie-up with a used refrigeration dealer, then he has a chance to 
gain back some of the allowance he must give in order to sell. It would 
pay every dealer to examine his situation closely with regard to this 
winter when, in my estimation, the chips will be down in the major appli- 
ance business. 

To continue our discussion of the hermetic refrigerators and the whole- 
sale trade-in market, we again emphasize that any prices quoted should 
not be considered a standing market price, but rather a price that is appli- 
cable to a specific make or model at the time of this writing. 


General Electric 


Monitor type, 1928 to 1932, operating .......... $ 5.00 to 10.00- 

Monitor type, 1933 to 1936, operating .......... 10.00 to 20.00 

Model X and M, operating ............ceeeeeeeee 5.00 

None of the above models have any value if they are not operating 
in an efficient manner. 


FOR Zover PORCELAIN ENAMEL JOBS- 
A Specialist |S THE ANSWER 


V¥ HOUSEHOLD REFRIGERATORS 


E vaporator 
Doors 


= «, 


7 ana | el 
Crisper Pans 


V COMMERCIAL REFRIGERATORS 


Display 
Dn er Trays 


¥ HOME AND FARM FREEZER ACCESSORIES 


For over 20 years, The Strong Manufacturing Company 
has produced only ‘top-quality porcelain enamel prod- 
ucts—and are specialists in refrigerator accessories made 
to manufacturers’ most exacting specifications. 


You can depend on fast, efficient service, on-time de- 
liveries, and quality geared to your production demands. 


Send Us Your Specifications and Production Needs 
or 
Write for Complete Information 


THE STRONG MANUFACTURING CO. 
SEBRING, OHIO 


All of the bottom-mounted hermetics arg good from a standpoint of 
resale. The machine has good public acceptance, units may be rebuilt by 
any number of hermetic houses at a cost of from $40 to $50. This type 
of machine has a value of from $25 to $60 if operating and from $10 
to $25 if not. 

Even the old Monitors may be rebuilt and resold at a profit if there 
are rooming houses in your area. They are a good rugged old unit and 
can stand a lot of abuse. 


Gibson 


Top-mounted models (1931-34) have no value operating or not. The 
chief trouble with any model Gibson is the difficulty in obtaining parts. 
The 1935-36 models, have the same unit as the earlier ones in the bottom 
of the cabinet, and fall in the same price class. 

From 1937 to 1941 these machines have value ranging from $10 to $25 
operating. Unless you have a specific sale for one or know where you 
can place a unit, it does not pay to rebuild. The rebuilders have a hard 
time obtaining parts and the expense is too much even on a 1941 cabinet. 


Kelvinator-Leonard 


This machine (1939-41) is an excellent hermetic and almost never 
gives trouble. We classify them in the $50 to $75 bracket if operating 
and in the $25 bracket if not. Factory rebuilt units may be purchased from 
the authorized parts depots and cabinet parts are inexpensive and easy to 
obtain. 


Norge 
We classify these machines (1939-41) in the $20 to $40 class operating 

and in the $20 class if not. The cabinet style should command a higher 
price in the operating class but, in our experience, you have to take into 
consideration a unit replacement whether the machine is operating or not 
when taken in. 

Replacements are not expensive and the resale price is good but the 
machine is a troublesome one to try to re-work. 


Westinghouse 

With the exception of the 1930-32 models, this machine is a good her- 
metic model. We use them for loaner machines and summer resort sales 
with fine results. 

The models to be cautious about are the WL, DWL, and AL. These 
units have a tendency to develop leaks in the connections to the evaporator. 


1932 to 1935 models, operating .................. $15.00 to 40.00 
GG GPM 6 6 6 see 5 ev Khe ae OsS 5.00 to 15.00 

1936 to 1938 models, operating .................. 25.00 to 45.00 
BS GEE 6 be cede eedewecesan 15.00 

1939 to 1941 models, operating .................. 50.00 to 75.00 
UE GREE bcc cesissscercncss 25.00 


Dealer’s Offer of Price 
Protection Spurs Trade 


BINGHAMTON, N. Y.—Announc- 
ing a price protection policy on re- 
frigerators until Sept. 1 has resulted 
in a modest boost in business for 
Hills, McLean & Haskins department 
store here, according to store officials. 

The announcement, appearing in 
store advertising, said: 

“Are refrigerator prices going 
down? Maybe .. . but why wait? 
McLean’s new price protection policy 


_guarantees a cash refund for the 


difference should the manufacturer 
authorize a lower retail price or 
credit on the unpaid balance. ... 

“The fact is, while the cost of 
living is 70% over 1939, the increase 
in price of refrigerators is only little 
more than half that.” 


Westinghouse Ups Output 
Of 6-7 Cu. Ft. Models 


MANSFIELD, Ohio — Increased 
production of 6 and 7-cu. ft. West- 
inghouse refrigerators has been an- 
nounced by Westinghouse Electric 
appliance division officials here. 

The increase has placed the spot 
and seam welding department on a 
six-day schedule and the unit as- 
sembly department on two eight-hour 
shifts. 

Despite this, however, the appli- 
ance division has hit a 10-year low 
in employment, operating with some 
1,000 persons less than the pre-war 
average, the officials declared. Above 
normal inventories and _ continued 
buyer resistance to high prices were 
cited as the reasons. 
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"HOW TO MAKE CUSTOMERS STOP AND SHOP 


with 


Use Brc Portable Display Case 
| __3-Dimension Color 


ir 
FROZEN 
SPECIFICATIONS: : 7 
Model DC6-2D a 


Capacity, 5% cu. ft. STRAWBERRIES 49 
23%” Wide x 38” Long | feu SALAD Se 
Cabinet Height: 36” CRANBERRIES 39 
Over-all Height: 54” BLUEBERRIES 47 


Motor 110-120 V. 
Hermetic Compressor. 


| FOODS | 


GREEN BEANS 32 
SPINACH 34 
CORN ON CoB 40 
CAULIFLOWER 33 
SUCCOTASH 36 


Here’s the modern way to merchandise 
frozen foods—a portable display case you 
can move where you want with a full-color 
3-dimensional food picture to turn buying 
impulses into sales. 

The new BTC Portable Display Case, Model 
DC 6-2D, is small enough to fit practically 


Santocel 


insulation, 
smooth rolling casters. 


anywhere, yet holds 190 average frozen 
food packages; low-level superstructure is 
fluorescent lighted with three dimensional 
color; two price panels; stainless steel trim; 


vapor-sealed and 


Write for details on profitable BTC Distributor Franchise. 
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HAJOCA’S ONE-STOP SERVICE 
AVOIDS DELAYS 
WHICH 
CAN SPELL 


D-I-S-A-S-T-E-R 


Delays in delivery of spare parts or essential 
equipment for your air conditioning or refrig- 
eration jobs may result in losses of customers. 
Hajoca stocks famous-name supplies and parts 
at its 31 Branches which insure prompt de- 
liveries to keep your jobs going at top efficiency 
and ON TIME, ; 


Imperial Tools, Chieftain Coils, Penn Controls 
are a few of the products Hajoca stocks for 
you. In addition, a complete line of pipe, valves 
and fittings are always available at the 
Hajoca Branches below. 


i HAJOCA fx 
oy CORPORATION \:. 


Pennsylvania: 


Georgia: New Jersey: 


Philadelphia Columbus Camden 
(Erie Ave. Branch) 

Lansdowne Florida: Tennessee: 
Reading Jacksonville Chattanooga 


Maryland: Baltimore 


‘Near Perfect Supermarket’ Results When Veteran Operator, 
Architect, and Refrigeration Dealer ‘Shoot the Works’ 


ST. LOUIS— A _ near-perfect ex- 
ample of up-to-the-minute _ retail 
store modernization can be found in 


_ the ultra-modern Pork House super- 


market, opened here recently by 
Peter J. Schmidt, Jr., a veteran in- 
dependent supermarketeer. 

Schmidt’s $400,000 version of ‘‘what 
a retail market should be like’ is 
the result of merging his own mer- 
chandising ideas and_ techniques, 
gained from 15 years of “behind the 
counter dealing,” with the sound 
thinking of a professional architect 
and the engineering know-how of a 
Frigidaire commercial refrigeration 
and air conditioning expert. 


20,000 ATTEND OPENING 


When you consider the fact that 
during the first three days after 
opening, more than 40 tons of meat, 
produce, and other retail grocery 
items were carried out of the re- 
modeled Pork House supermarket, it 
is not difficult to see that Schmidt 
has the majority of “how’s” and 
“wherefore’s” of merchandising at 
his fingertips. An estimated 20,000 
visitors thronged the store during 
the opening period. Based on the 
current retail movement, it has been 
estimated that more than eight 
million pounds of merchandise will 
be sold in 12 months. 

Schmidt followed the ald adage 
that “you must spend money to make 
money” and installed the most 
modern equipment available when he 
remodeled his old market. Consider- 
ing the fact that refrigerated storage 


and display equipment, together with 
modern air conditioning, play such 
vital roles in today’s retail merchan- 
dising picture, Schmidt spared neither 
time nor money for his equipment. 

As a result large refrigerated 
storage, display, and air condition- 
ing systems were installed by J. J. 
Tenge, of Frigidaire’s commercial 
dealers in St. Louis, with the St. 
Louis branch of the Frigidaire Sales 
Corp. cooperating. Because he handles 
the company’s wide assortment of 
commercial refrigeration products, 
Tenge was able to give Schmidt a 
completely Frigidaire-equipped super- 
market—from end to end and from 
basement of roof-top. 

Fifty-two separate new 1949 
Frigidaire refrigeration and air con- 
ditioning products make up the huge 
installation. Included are nine self- 
service vegetable and dairy product 
display cases; 10 double-duty meat 
cases; two frozen food cabinets; 19 
rotary Meter-Miser _ refrigerating 


compressors; six reciprocating type . 


compressors ranging from % hp. to 
10 hp.; five large forced air cooling 
units; and a 20-ton central system 
air conditioning system. 

From a merchandising viewpoint, 
the shopping area includes a total 
of 194 linear feet of display area for 
meats, fruits, vegetables, and dairy 
products. There are 94 feet of meat 
cases; 50 feet of dairy cases, and 50 
feet of vegetable cases. In addition 
19 cu. ft. of self-service frozen food 
storage are provided. 

At first glance, the nature of the 
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The TUBE 


RESTRICTION 
PURPOSES 


made ty 
WOLVERINE TUBE 


ote ae 


CAPTLATOR 


veg 


It is preferred because: 


throughout. 


purposes. 


ONE OF THE MOST POPULAR CAPILLARY TUBES MADE 


® —it is tested for pressure-drop. That means that you can install it with 


absolute confidence that it will perform perfectly. 
® —it is washed inside. This assures cleanliness. 


@ —it is drawn to close tolerance I.D. (+.001”) giving you uniformity 


@ —the ends are paper-wrapped. Again assuring you that its cleanliness 


will be maintained right to the point of installation. 


pecéfg VAPILATOR.. 


—the precision-tested capillary tube used for restriction 


If you wish, we'll be glad to send additional ae 


on Capilator. 


CALUMET AN 


¢ veh. ae A ". 


WOLVERINE 


TUBE 


CONSOLIDATED 


t'NCORPORATEDO 


D HECLA 


MANUFACTURERS OF SEAMLESS NON-FERROUS TUBING 


1413 CENTRAL AVENUE ° 


DIVISION 


COPPER COMPANY 


DETROIT 9, MICHIGAN 


over-all refrigeration equipment in- 
stallation might appear both intricate 
and confusing. However, a more 
careful study reveals that in reality 
the engineering know-how employed 
by the Tenge organization resulted 
in an easily servicable, simplified 
carefully integrated refrigeration and 
year-round air conditioning systems. 

As far as refrigerated display and 
storage equipment in the main store 
area is concerned, there are three 
principal sections, including dairy 
and frozen food section; a fresh fruit 
and vegetable section, and a meat de- 
partment. 


SELF-SERVE VEGETABLE AND 
DAIRY CASES 


Along the east wall of the dairy 
product department are installed four 
self-service double-duty display and 
storage cases—each 10 ft. in length. 
These cases, of ultra-modern stream- 
lined styling to match other cases 
in the Frigidaire “family” group and 
the modernistic store design, are 
hooked up with four rotary sealed 
Meter-Miser refrigerating units of 
14-hp. They are located directly be- 
low the floor and are suspended from 
the ceiling of the basement by three 
metal rods, a unique new installation 
approach developed by Tenge. Thus, 
valuable floor area is available for 
storage. 

Two new self-service frozen food 
cabinets, each with 18.6 cu. ft. of 
storage capacity, occupy one end of 
the dairy product section. One of the 
cabinets has been placed lengthwise 
on a line with the end dairy display 
case and the other has been placed 
on a right angle, conforming with 
the natural flow of customer traffic. 


94 FT. OF MEAT CASES — 
FORM ‘ISLAND’ 


At the rear of the store. area, op- 
posite the entrance, are 94 ft. of 
Frigidaire meat display cases, ar- 
ranged as a rectangular-shaped ‘“‘mer- 
chandising island.” Seven new 1949 
10-ft. and three 8-ft. double-duty dis- 
play and storage cases make up this 
unique arrangement. 


As fresh meat stocks are depleted. 


in the storage compartments of the 
cases, new supplies of retail cuts are 
ordered from the meat cutting room 
over an inter-communications system. 
The “island” is strategically located 
so that the flow of customer traffic 
from all points of the store converge 
around the meat department. Ten 
14-hp. Meter-Miser refrigerating units, 
located in a concrete tunnel off the 
basement below, operate the cases. 

Five double-duty self-service stor- 
age and display cases, lined end for 
end along the west wall opposite the 
dairy products section, comprise the 
fresh fruit and vegetable section. 
Weigh stations placed in front of the 
line of cases, are in convenient loca- 
tions for attendants, yet do not 
hinder store traffic. 

Five refrigerating units, operating 
the cases, are suspended from the 
ceiling of the basement directly be- 


low by metal rods similar to those 
used for refrigerating units cooling 
the cases in the dairy section. 

Adjoining the meat cutting room 
in the rear of the market is a large 
walk-in bulk storage room for fresh 
meat. Approximately 20 ft. long, 15 
ft. wide, and 10 ft. high, this cooler 
will hold 30 sides of beef. Additional 
metal shelves along the walls store 
cut stock of meats, sausages, and 
other products. The heavy sides of 
beef are suspended from overhead 
tracks and rails, which extend into 
all storage rooms from the service 
entrance in the rear where delivery 
is made. This cooler is refrigerated 
by two large forced air cooling units, 
suspended from the ceiling and 
hooked up with a remote reciprocat- 
ing-type air and water cooled 144-hp. 
compressor located in the machine 
room on the same floor. 

Adjacent to the large walk-in meat 
cooler is a freezing room, 11 ft. long, 
7 ft. wide, and 9% ft. high, where 
temperatures are held to about 0° F. 
by a 1-hp. air and water cooled com- 
pressor. The latter is located in the 
machine room nearby. 

Also located off the large meat 
cooler is a walk-in sausage and 
smoked meat cooling room. A single 
large forced air cooling unit, operated 
by a %-hp. air and water-cooled re- 
ciprocating compressor, supplies re- 
frigeration. The compressor, like 
those hooked up with refrigerating 
units in the bulk meat cooler and 
freezing room, is installed in the ma- 
chine room on ground floor level. 


WALK-IN FOR FRUITS AND 
VEGETABLES 


A large walk-in cooler for fresh 
vegetables and fruits, approximately 
15 ft. long, 12 ft. wide, and 10 ft. 
high completes meat and produce 
storage room facilities. Refrigera- 
tion is supplied by two forced air 
cooling units, hooked up with a com- 
bination air and water-cooled 1-hp. 
compressor, also located in the ma- 
chine room. Most of the cooling 
rooms are tile-covered. 

The machine room, 12 ft. square 
with a 12-ft. ceiling, is of special 
fireproof construction to meet under- 
writer’s specifications. The four com- 
pressors, operating refrigerated stor- 
age rooms, are racked on a double 
tiered pipe standard, two up and two 
down, along one wall. 


YEAR-ROUND CONDITIONING 


Occupying the bulk of the machine 
room is a large vertical-type Frigid- 
aire 20-ton central system air con- 
ditioner, complete with fan, filters, 
and eight-row cooling coils, which 
serve the store on a _ year-round 
basis. A compact duct assembly con- 
nects this unit to a duct-type gas 
heater, complete with controls, which 
is suspended from the ceiling. The 
conditioner is so situated that a 
single direct 100-ft. duct, extending 
the length of the shopping area, 
keeps customers comfortably cool in 
the summer or pleasantly warm dur- 
ing the winter months. 

There are about eight discharge 
grilles on either side of the long 
duct. This discharge duct is covered 
with 12-in. Celotex material, har- 
monizing and blending into the gen- 
eral ceiling area. 

(Concluded on next page) 


Heres de ANSWER to 
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. PRICE 


THIS EXCLUSIVE circular Beverage Cooler is 
your answer to greater profits. 

22 case capacity...seven adjustable revolving 
shelves... exclusive cylindrical design... fast 
cooling...only 37” in diameter. 

ONE OWNER SAYS...“Sold $308.00 in June 
before Bevador was put in. Sold 683.00 in July 
after putting in Bevador.” 

ANOTHER OWNER SAYS...“I have had it for 5 
years and am more than pleased. It is handy 
and beverages stay at right temperature. I 
wouldn’t be in business without it.” 


‘COMPETITION 


Exclusive Territories Available 


JEWETT REFRIGERATOR CO., ING: 
Established in 1849 


‘BUFFALO 13, N. ¥8 


ae 


——————— ll 


 eeeeeeeeeeEeEeEeEeEeEeEeeEeEEOEOEEEEeeeeeeOOeeeeeeeeeeeeeeeeee 
ie Pe 
“ 3 tore j 
Seti ven we 
a BLL sled | 
roF Tee 
3 |DASES | | 
ae ZS 
ee, Ce nargs! 
z Rhee ? 
Ss ape, 
: | 
ee | | 
| 
ae _ Po 
Wiest ay . 
Re | 
ee 
SA ; 
Eas 
e ae Ty | 
if ? ee 
> 
i 
ay 
| 
". ee Lag al ad 
- ie 
rr st wt 
3 en | 
od J 
oo a gle | 
ai a vit | 
J a Y a } 
yt ie aS | 
S : 3 a, . fa — : Fi | 
r i vey 8 ‘ ‘A “9 s a | 
wit 4 <t & 4 & P ‘ 
aes ai Ps _ ee oe 
- ; P % a & a 
ae. "it re an Do, % 4 : ‘ 
ont vo - 5 ay * ps = 
: 4, ae ye Re ee 
_ CLEP S e e & % eis, 
a ® s ak . = C . 3 * ~~ ts a Bas oe : 
t 7 Tee < at * ae “aa 
‘ ge saa ‘ SS is ss : i % LQ. } & i sg 
sa ne Bet ™ a a 
a ee. ee Ba ig a 
EE ff See Pa 
EEE ee ee ie tele. 
Dee Ks Se 
m | eee 
4 : : 
- . ae 
3 = — 
i ~ ; al be rage : Pes ha a 4 j 
; * ia fis ¢ a “aa 5o See ee oe e & | 
= as " Bus . a are | } 
4 the < _ F 
ie aii ee ‘ 
a i a4 ‘ie, % ' ' 
7 pata 3 SS : , | 
a eee - = = | ‘ 
Pog ~- | 
, ee — — 
dist ; Eee RF “8 i | 
eiuet : . a Se * 
“ . cae @ Re St rs. 
_ Fo \ oo F a EE ate 
es F. & on ee 4 
us ‘ a ORS ms 
= a Di s 
- a ose 1 ie i “a Nati ¥ 
| A Ra ~ 
ev . (Mawvxiaa ff 8 fess r. 
| St i | ¢ 
7 ia } . 
3 mee i i 
o m a i % 4 
ae a ‘ - A s 4 | 4 
oe 5 JQ ies OG } 
tion : i 
om- s © 1a pf 
WM alate i 
SS Se ee ig 
oad 8 if 
: ; i. 
- e i} 
ean ee) 
SS SS Ss 4% wee E ee , 
CH = ) ' FOR ‘ 
ETAILS : 
eS Po ne eee . 
oes 
wer Ls 
a ae 1 he fet 4. pi tare ander ‘ ‘ j - 2 ieee © o.9 eS ' ; es é ; : x 
— im fe ; . : Set 4 . - ‘ . - 4 oh ot , . ~ ~ : 4 , F ' x z 


Ww 


bee, 


ee i, i MO lo i A coal 


'[. =. 


' 5 wy TY 


——_ a ae 


* 


be | 


i med 


—w NY 


5. “ 


Two SNS Tw FTF eae FF ee GS 


’ o=_vs (SY 


ee 


AIR CONDITIONING & REFRIGERATION NEWS, JULY 18, 1949 


13 


Neither Time Nor Money Spared 


This rectangular “meat merchandising island" is comprised of 10 Frigidaire double-duty 
meat cases, powered by 10 14-hp. Meter-Misers. 


Suspending five rotary Meter-Miser units from the ceiling conserves valuable floor space. 


Electrically powered conveyor in left foreground moves heavy merchandise to the main floor. 


Convenient weigh stations are provided in the produce —- at frequent intervals 
to speed traffic. 


ea 


To conserve space, these compressors, which operate the cooling units in storage rooms, 
are located on a double tiered pipe standard, two up and two down along the wall. 


Operator, architect, and dealer are seen in this over-all view of the dairy section, 


which includes four self-serve cases. 


52 Refrigeration and Air Conditioning Items 
Go Into Modernized Supermarket In St.Louis 


(Concluded from preceding page) 


The return air grille is built into 
the wall of the compressor room at 
the rear of the merchandising area 
and is designed to blend into the 
general room decor. 

The ceiling of the machine room, 
housing the air conditioning equip- 
ment, is of special concrete construc- 
tion with sufficient strength to sup- 
port on the roof directly above, a 
20-ton capacity evaporative  con- 
denser, which is hooked up with the 
air conditioning system. In the base- 
ment below the machine room are 
two heavy-duty evaporative type 
Frigidiaire compressors, each having 
10-hp., three-phase 220-volt motors. 
These compressors are interconnected 
and installed on a concrete base of 
special design. Liquid and suction 
lines are equipped with vibration eli- 
minators. 


CONCRETE TUNNEL FOR 
SUCTION LINES 


A concrete tunnel with an open- 
ing about 5 ft. square extending 
from the basement wall to a point 
below the machine room houses suc- 
tion lines connecting the condensing 
units in the basement, the air condi- 
tioner in the machine room and the 
evaporative condenser on the roof. 

A spur jutting off the main tunnel 
directly below the meat section 
houses the ten 144-hp. Meter-Miser 
refrigerating units, which operate. the 

storage 


, double-duty display and 
sammie, Concrete tile openings in the 


tunnel facilitate tubing connections. 

Electrically-powered conveyors are 
used extensively throughout the mar- 
ket. Two of these conveyors are used 
for unloading packaged and crated 
merchandise from trucks outside into 
the basement for storage. Others of 
similar design help attendants speedi- 
ly replenish supplies of merchandise 
on the shelves in the main store 
area. These conveyors bring grocery 
items from the basement through 
trap doors, which open into wide 
aisles between shelf areas. Another 
conveyor near the check-out stations 
lifts heavy cases of merchandise to 
a convenient spot near the door for 
customers buying large quantities of 
articles such as canned goods or 
beverages. Carry out service is pro- 
vided. 

All sections of the store are con- 
nected to an _ inter-communications 
system, stemming from the office in 
the rear of the shopping area. The 
interior is designed to permit an un- 
obstructed view of all sections of 
the store from an office window. The 
rear of the office, located near the 
service entrance, also serves as a 
weigh station for bulk merchandise 
upon delivery to the market. 

The interior decor and styling is 
ultra-modern with a _ pastel color 
scheme of cool greens, greys, and 
citron yellow predominating. A dash 
of crimson here and there sharpens 
the attractiveness of the general 
shopping area. A heavy plate glass 
mirror 50 ft. in length extends the 
length of the wall above the self- 


service dairy products section. Fluo- 
rescent lighting lends to the appear- 
ance and provides uniform illumina- 
tion throughout. 

New custom-built chrome-plated 
four-wheeled shopping carts are 
available to speed up store traffic and 
for the convenience of customers. 
Two large lots, illuminated for 
night parking, are included in the 
outside store layout. In addition, 
sufficient space for delivery trucks 
has been provided in an area in the 
rear, near the service entrance. 

A huge animated sign of red and 
white covers a section of the store 
exterior, spelling out “Pork House” 
in letters about eight feet high. The 
main entrance leading into the mar- 
ket is constructed entirely of heat- 
resistant plate glass, together with 
large show windows on either side. 


>— 


The wide acceptance of Standard’s Counter- 
flow Condensers proves their dependable qual- 
ity. Sizes from ¥2 to 15 h.p 

Used by refrigeration men Por more than a 
quarter century. 


Write for Bulletin C-3. 


STANDARD REFRIGERATION CO. 
332 S. Hoyne Ave., Chicago 12, Ill. 


AY TANDARD 


penny STEEL ——_ 


pene ecinn CONDENSERS. 
SHELL AND COM CONDENSERS. 


PROMPT, MONEY-SAVING SERVICE 
EVERYWHERE ON’ TOP-QUALITY 
“REFRIGERATION VALVES AND FITTINGS 


Just pick up your telephone .. . there’s 

a Kerotest Wholesaler ready to serve 

your day-to-day needs with the finest in 

: Kerotest Refrigeration Valves and Fittings 
2 ‘. and a host of other service essentials. 
. Look to him always to maintain 
- a complete ag ae 3 > 


keep “you ee 


nie 


SS 


oe Fe 


oo 


n the latest technical developments and as 
to assist you with 8 aap ‘awe 8 
how.” For every need . 
Kerotest Wholesaler. 


KEROTEST MANUFACTURING craig 
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The Apples Are Ripening 


hotels, and other prime air conditioning prospects have not purchased -_ 
our badly-needed products because—up until the present time—they 
have been doing very well. They've been making money without the 
aid of air conditioning or any other merchandising assistance. | 


. P \ * i | w pl 
| . | In Air Conditioning i 
a } i. Orchards—For Pickers in 
' ards—For Pick in 
Do You Have ‘One Foot In the Door’? : | in 
: | (Concluded from Page 1) a 
saaaien oan and his community, by selling air conditioning to people who don't a 
es oFesd Siac ae ukeeg | realize that they need it. . ar 
RRS Ste et Prospects for air conditioning are ripening right now. But they og 
: > ; = ¥ ARE - ENG IN won't fall into anybody’s lap. pl 
Aye Grcesee a Sat) This editorial is not going to dwell on the Sunday supplement ail 
MAN ‘SON PAG Swesue © story about air conditioning being the “coming thing” that we have a 
RS v5 ERs all read and heard so much about. tic 
EEE ans Maes Instead, we'd like to be practical in an attempt to be helpful. pe 
: ae ms okt 3 aN Let’s study some of the new developments and facts pertaining to th. 
jy eSeete see | this market. Conscientious examination of these facts and new develop- wi 
s ERS ments will make it obvious to the thinking man in the retail air - 
y eal conditioning field that real money can be made now. How? By a 
? < cts RS Ce shaking prospects out of their trees. ‘ ob 
es rtp si ~ x <4 As you fellows know, many retail stores, restaurants, offices, Be 
Ss 


EVAPORATIVE CONDENS 
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by KRAMER 
Opens Many Opportunities 
in the Small Tonnage Field 


But now the average retail store and small business enterprise 
has found that its sales are falling off—and its owner or manager is 
casting about for sales helps—something, anything, or everything to 
attract and hold both new customers and old ones. 

Air conditioning is the best and most convenient tool with which 
any independent small business enterprise can leverage and maintain 
a satisfactory sales volume in the face of sharpened competition. 

Chances are that two or three nearby competitors of any worried 
commercial prospect for our equipment already are air conditioned. 
(Probably more air conditioning has been installed in stores and 
offices since 1945 than in the preceding 20 years.) 


Therefore, in order to be competitive, and to secure his share 
of the available business, the proprietor of any enterprise which caters 
to the public must modernize by adding summer cooling and year- 
round comfort to his place of business. No longer can he put off this 


opt pes 


A a 
z Y at 7/2 
ee Bhs 5m : 
s } v afl atte Aa +4 Pe 


ea me 
pew 


a, 4, ; 
SE 4 am 
W ype 


am i ae 


WZ 


ti. 


Featuring re 


decision to buy air conditioning. “Now is the hour.” | | 
“ . * . = . > . R 
° Small Capacities—2 to 8 tons Now is the time to get his order—while he’s worried. | | 
‘ , Of course, price is always a factor in any sale. But many | ing 
* Single or Multi-Circuits commercial prospects have reached the point where they can’t afford | 2 
¢ Stainless Steel Sump 7 — air conditioning no matter how expensive it may seem ; pa 
at first. oe 
H TAQ 
Pe Extra Large Water Delivery Too, they now realize that air conditioning is no longer an experi- sear 
° Packless & Greaseless Pump ment. It’s accepted as a cost of doing business. } pe 
© Bare Tube Coils General business conditions are good—nearing normal—and money | GR! 
is plentiful for sound projects, such as the modernization of offices. | AN, 
® No Nozzles plants, and stores through air conditioning. a oul 
| w 
® No Belts These factors are all at work for air conditioning salesmen who | foe 
a appreciate present opportunities, and who are willing to work hard | | das 
° Low Cost for normal and even extraordinary profits. They are the readers of | Fe 
° For Freon, Methyl and Ammonia this editorial who will make real money through volume sales of is 
air conditioning by catering to the needs of REAL AMERICANS—our oil- 
business enterprisers. 7. 
sa WRITE FOR BULLETIN R162B Any small businessman who sells products or services to the yk SIL 


general public is a near-ripe apple on the Tree of Air Conditioning | 
Prospects today. 

Tell him your story, and you'll do him a favor. 

If you tell him your air conditioning story well, you'll not only 
get his order, but you'll help: bulwark the American Free Enterprise 
System at the same time. 


Go to it! 


KRAMER TRENTON CO. 
Trenton §, N. 7. 
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1949 Asuve Guide, Largest Yet, Contains 
992 Pages of New, Revised Technical Data 


NEW YORK CITY—The 1949 edi- 
tion of the Heating, Ventilating, and 
Air Conditioning Guide, containing a 
992-page technical data section, the 
most extensive thus far, is the largest 
ever issued by the American Society 
of Heating and Ventilating Engi- 
neers, the society announced. 

Many special features and numer- 
ous revisions which bring the techni- 
cal data up to date with current 
practice and the most recent re- 
search were achieved in the 1,384- 
page volume through the cooperation 
of more than 40 members and many 
other authorities, according to R. C. 
Cross, chairman of the -ASHVE 
Guide Publication Committee, under 
whose supervision it was prepared. 


Published recently, the 52 chap- 
ters of this 27th edition of the guide 
are grouped in sections having the 
following headings: “Principles,” 
“Human Reaction to Atmospheric 
Environment,” “Heating and Cooling 
Loads,” ‘Combustion and Consump- 
tion of Fuels,” ‘Heating Systems 
and Equipment,” ‘Air Conditioning,” 
“Special Applications and Installa- 
tion,” and “Testing Codes.” 


Both the technical data section 
and the catalog data section are com- 
pletely cross-indexed for ready re- 
ference. The latter section provides 
concise information on the sources of 
supply for equipment needed in heat- 
ing, ventilating, and air conditioning 
installations. 

Available equipment is listed under 
a variety of headings in the cross- 
index in order to give the designer 
comprehensive lists of manufacturers 
and suppliers of any desired type of 
equipment. 

The list of codes and standards ap- 
plicable to heating, ventilating, and 
air conditioning practice has been 
enlarged so that it now includes 115 
which are of importance to the prac- 
ticing engineer in this field. Informa- 
tion is given on the lastest available 
edition of each code, together with 
the address of the organization from 
which it may be obtained. 

Climatic data for both winter and 
summer have been improved by ad- 
dition of much new temperature data 
obtained from the U. S. Weather 
Bureau. 

In the chapter on cooling load, the 


calculation of solar heat gain through 
walls and roofs has been simplified 
by means of tables providing equiva- 
lent temperature differentials which 
can be used with tabulated heat 
transfer coefficients of the structure 
to obtain the heat transfer resulting 
from solar radiation, as well as air 
temperature difference. Convenient 
correction factors permit the user 
to apply the data to conditions other 
than those tabulated. 

ASHVE research is the source of 
new tables giving circular equiva- 
lents of rectangular ducts in the 
chapter on air duct design. The 
treatment of losses occuring in duct 
systems has been enlarged, and spe- 
cial consideration is given to losses 
caused by area changes. Three meth- 
ods of sizing ducts are outlined, and 
design examples are given. 

The chapter on steam heating sys- 
tems and piping has been improved 
by the addition of descriptions and 
illustrations of the various types of 
steam traps. Many new piping con- 
nections to heating coils have been 
included. 

Numerous revisions in fundamental 
design data have been added to the 
chapter on industrial exhaust sys- 
tems. 

Those on the Guide Publication 
Committee in addition to Cross are: 
A. B. Algren, Minneapolis; R. L. 
Byers, Cleveland; R. P. Cook, Ro- 
chester, N. Y.; Nathaniel Glickman, 
Chicago; B. H. Jennings, Evanston, 
Tll.; H. R. Limbacher, Kalamazoo, 
Mich.; W. M. Wallace, II, Durham, 
N. C.; W. N. Witheridge, Detroit; 
Cyril Tasker, Cleveland, ex-officio, 
and C. H. Flink, New York, techni- 
cal secretary. 

The guide is priced at $7.50 and 
is available from the society through 
the office of the secretary, located 
at 51 Madison Ave., New York 10, 
N.Y. 


Ralph Hooke Dies 


JACKSON, Mich.—Ralph Hooke, 
middle west regional manager for 


Timken Silent Automatic division | 


here since 1937, died in an Evanston, 


Ill., hospital recently after a short | 


illness. He was 53 years old. 


ing and refrigeration systems é 


using standard refrigerants. 


ANSUL. OIL is an ALL-Temperature Re- 
frigeration Oil which conforms to the 
rigid wax-free specifications established by Re- 
search. It will not separate wax when mixed with 
a refrigerant (under specified conditions) and sub- 
jected’ to temperatures as low as SEVENTY DE- 


GREES BELOW ZERO (Fahrenheit). 


ANSUE OIL has been machine tested for lubrica- 
tion. and wax-free characteristics in both high and 
low,temperature installations. It is absolutely uni- 
form... maintains high stability and has a low oxi- 
dation rate. It has proved suitable for ALL refriger- 
ating systems using any of the standard refrigerants. 
Ansul Research was first to recognize the problems 
resulting from low-temperature wax separation in 
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Box Plenum Test 
Right Entrance Section Design Cuts Pressure Loss 


MINNEAPOLIS — Pressure losses 
in a box plenum can be kept at a 
minimum with a properly designed 
entrance section, but poor entrance 
design will cause large pressure 
losses and unstable air distribution, 
according to a technical paper pre- 
sented at the semi-annual meeting 
of the American Society of Heating 
and Ventilating Engineers here. 

Tests had been conducted at the 
University of Illinois with the coop- 
eration of the American Gas Asso- 
ciation by S. F. Gilman, R. J. Martin, 
W. R. Hedrick, and S. Konzo of the 
university staff. Konzo is professor 
of mechanical engineering. 

Box plenums, 
out, are often used as central air 
distributing compartments for indi- 
vidual ducts, and are located in 
attics, ceiling of halls or closets in 
basementless homes, or in shallow 
basements. 

The box plenum set up for the 
laboratory tests measured 9 ft. long, 
3 ft. wide, by 1 ft. deep and was 
fitted with six branch outlets. Five 
types of entrance sections were 
studied in the test: 

Type 1, abrupt expansion; Type 2, 
a diverging section 18 in. long; Type 
3, same as Type 2 but several full- 
depth splitter vanes; Type 4, internal 
expansion ring with five vanes, lo- 
cated inside plenum; Type 5, an in- 
ternal expansion section obtained by 
inscribing a semi-circle about the 
upstream end of Type 3 and placing 
it within plenum. (See Fig. 1.) 

In analyzing the pressure loss in 
a system composed of a box plenum 
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Fig. 1 


and ducts, the authors list four: en- 
trance loss, turbulence loss in ple- 
num, outlet loss, and duct loss. The 
first two are combined as “plenum 
loss.” 

The plenum loss for the Type 5 
entrance section (Fig. 1) was only 
51% of that for Type 1 under bal- 
anced conditions, the authors report. 
They highly recommend this type of 
an entrance for several other rea- 
sons. 

With it the additional pressure re- 
quired to balance the system is very 
small; stability of system is excellent 
because no rotational flow occurred 
within plenum; space requirement is 
at a minimum; this type of section 
is easily fabricated and installed. 

For this type of entrance section, 
the plenum loss can be taken as 0.90 
“velocity heads” (loss in inches of 
water divided by velocity head cor- 
responding to the velocity flowing in 
inches), if no branch take-off is with- 
in 12 in. of the upstream corners of 
the plenum. 

Among. the additional conclusions 
based on these tests as outlined in 
the paper were the following: 

Pressure loss at the entrance to 
branch outlets is in good agreement 


with the generally accepted value. 

Addition of equal resistance to 
each outlet does not affect pressure 
losses and airflow within the box 
plenum. 

Losses with remote and _ close- 
coupled fan positions are the same, 
for all practical purposes. 

Take-off fittings for branches 
should be located at least 12 in. from 
upstream corners to avoid excessive 
balancing losses. 


Ruyle Gets York Franchise 
For 15 Central Ill. Counties 


OTTAWA, Ill.—Ruyle Refrigera- 
tion Corp. here has been granted a 
York franchise for 15 central Illinois 
counties, according to an announce- 
ment by Ira Lounsbury, district engi- 
neer of York Corp. and Westerlin & 
Campbell Co. . 

It was also announced that Joseph 
Snyder, Peoria refrigeration and air 
conditioning application engineer, has 
been appointed supervisor of sales 
and engineering for the Ruyle or- 
ganization. 

The firm is headed by Keith Ruyle, 
who has been active in the business 
for the past 13 years. A registered 
professional engineer, Ruyle is a 
member of the Refrigeration & Air 
Conditioning Contractors Association 
and the American Society of Refrig- 
erating Engineers. 

Ruyle said his company’s service 
and installation department will be 
staffed by experienced affiliates of 
the Pipe Trades Council, who are 
qualified to handle commercial 
“Freon” and ammonia equipment. 

Offices and showrooms of the con- 
cern have been established at 821 
Main St. in Peoria to serve that 
area. 


ANSUL 150 OIL— 
The All-Temperature 
Refrigeration Oil — 
is sold by leading 
refrigeration whole- 
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on All Jobs... under All Conditions! 


SQ SPORLAN SELECTIVE 
y corz CHARGE 


C charge for suction temperatures above zero. 
Z charge for suction temperatures below zero. 
Only Sporlan can offer you Selective Charges. 


@ NEW PIN CARRIER 


The new pin carrier is designed to minimize the 
effect of dirt and moisture and assures perfect 
operation of the valve under all conditions. 


TRIANGULAR 
TURE < 
| e ; => THE Aan — © PUSH RODS 
Recommended for air condition- » RE ones lon™ Effectively reduce friction and chance of mois- 


ture freezing rods in guides. 


Tr? 


Atomic hydrogen welded in steel housing for 
greater strength and trouble free performance. 


<8 


The Sporlan Type G Thermostatic Expansion 
Valve can be quickly and easily taken apart for 
inspection and cleaning. New reduced over-all 
length permits installing in much smaller space. 


STAINLESS STEEL 
DIAPHRAGM 


EASY 
ACCESSIBILITY 


oil-refrigerant mixtures. It realized the critical need 
= for an oil which would not only lubri- 
cate and protect moving parts but would ; 
also eliminate the persistent troubles ask for ANSUL 
which were traced to wax-separation ' 300.) 
from oil-refrigerant mixtures. ee ay 


salers everywhere ~ 
(If you require a | 
higher viscosity oil 


n—G et Peak Performance 


on all your commercial refrigeration installations. .. insist upon 
Sporlan Type G Thermostatic Expansion valves with Selective 
Charges when ordering from your wholesaler. 
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: AN UL Seeetc as. COMPANY 


IGERATION DIVISION, MARINETTE, WISCONSIN 
S “FREONS 


ETHYL CHLORIDE, ANSUL OIL, KINETIC’S 
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Pressure Gauges 
Dial Thermometers 


*The gauge with the 
Recalibrator 


Ask for this New 
Refrigeration Booklet 


JAS. P. MARSH .CORP. 
DEPT. D., SKOKIE, ILLINOIS 


DON’T REBUILD Armatures 
Saue BY BUYING NEW 


WAGNER 
Armatures 


They have new core iron and windings, new 
commutators properly undercut, new shafts, new 
centrifugal short circuiting devices, new rocker 
arm and brush holder assemblies with brushes. 
They are dynamically balanced, fully tested, ready 
to install. Get them now from your Wagner 
distributor. Name on request. 47-26 


_ Wagner Electric @rporation 


‘ ESTABLISHED 1891 
6471 Plymouth Avenue, St. Lovis 14, Mo., U.S.A. 


By Walling Up Front End and Attaching Door That Opens Into 
Kitchen, Space-Cramped Bakery Makes Unused Hall a Walk-In 


ELECTRICAL AND AUTOMOTIVE PRODUCTS J 


-We Sell Thru 
Distributors of refrigera- 


tion and insulation. Get 
particulars on our NEW 


Master Food Conservator 


the Modern way to Conserve food 


Master Manufacturing Corp. 
121 Main St. Sioux City 4, Iowa 


1,500,000 Master Food Conservators In Use 


| way. 


BADEN, Mo.—Converting a little 
used hallway into an over-sized walk- 
in refrigerator has helped to solve 
many problems for Albert Marklin, 
proprietor of the Marklin Bakery 
here, who recently spent $29,000 in 
over-all remodelling. 

Like most bakers, Marklin had 
never had _= sufficient’ refrigerated 
storage space in the past, and heavily 
stressed this need in remodelling 
work. 

He was at loss, however, as to 
how to build in a full size box until 
McGoldrick Refrigeration Co., local 
storage refrigeration contractors, 
sized up the hallway, which con- 
nected front and rear, and suggested 
that the entire space could be easily 
converted into a 27 by 6 by 8%-ft. 
box. 

The front end of the hall was 
walled in, and the entire wall area 
given a 4-in. layer of spun glass in- 
sulation. At the opposite end a stain- 
less steel door opening directly into 
the bake shop was installed. 

Refrigeration is supplied by a 
2%-hp. Par condensing unit located 
in the basement, connected with two 
Marlo dome type double fan blowers, 
one mounted at each end of the hall- 


Two thermostats, one for each unit, 
control the temperature, likewise 
mounted at opposite ends. Thermo- 
stats are set for 33° F. and a humi- 
difier maintains a 92° relative hu- 
midity to keep unbaked doughs as 
well as ingredients in top condition 
for ready use at any time. 


Photo shows how former hallway at the Marklin Bakery has been 
converted into a walk-in. Note how stainless steel door opens into baking 
area, facilitating storage and production of pastries. 


The high degree of humidity per- 
mits Marklin to store away unused 
doughs over the weekend, instead of 
baking it up and selling it at a dis- 
count to get rid of overlarge amounts. 

Eight levels of shelving 25 ft. long 
are installed at either side of the 
refrigerator, adequate for storage of 
twice as much materials as_ the 
bakery actually needs for average 


production. 
— 


AS SIMPLE TO INSTALL 
AS 1-2-3 


1. Cut two holes in the floor of the 
truck for air intake and discharge. 
Dimensions and measurements come 
with the unit, as well as complete 
installation instructions. 


2. Push the unit into position over the 
holes and bolt securely into place. 
This is all the installation required. 


3. Plug into 110V outlet. Twenty foot 
rubber covered cord is supplied with 
the unit. If desired, a connection box 
may be installed outside the body 
for greater convenience. 


KOLD-HoLD protects every step of 


Y 


ant ; end 
Se al 


Jobbers in Principal Cities 


KOLD-HOLD MANUFACTURING COMPANY « 500 E. HAZEL STREET, LANSING 4, MICHIGAN 


KOLD-WOLD “ue TRUCK 


(toe a Mofwtable Gurettrent 


FOR MURRAY PACKING CO. 
IN THE TRANSPORTATION OF MEAT without SPOILAGE 


Small fleet operators can now protect their perishable foods in transit 
easily and economically with the new Kold-Hold Pakaged Truck Unit. 
This is a compact, self-contained refrigeration system that. you can | 
quickly install in your own truck. It is a complete assembly of all units 
necessary to refrigerate a properly insulated truck body to a tempera- 
ture of 45° to 50° for a day’s run, 

Paul H. Murray of Plainwell, Michigan has this to say about the 
Pakaged Units he installed in two of his trucks: “We find absolutely 
no deterioration of meat during transit. We have made savings by the 
use of the Kold-Hold Pakage Unit because our meat products reach the 
dealer in top condition. We are mighty well pleased with the results.” | | 

The Kold-Hold Pakage Unit will give you dependable, low-cost | | 
refrigeration, will help you win more customers and increase your 
protits. Send today for complete information. | 


UNITS 


* 


the way | 


ONT | 


Provision has also been made for 
cutting through a “window” of 
Thermopane glass later on, through 
which the bakery can display whipped 
cream products on shelving inside 
the box—without the need of supple- 
mentary refrigerated cases in the 
retail store showroom. 


Another novel feature in the bakery 
is 100% tiling of all wall surfaces 
with plastic tile, for which Marklin 
spent $2,200. The 4 by 4-in plastic 
tiles fit tightly together, bonded into 
verminproof mastic, and make it 
possible to keep all wall and ceiling 
surfaces spotless with a damp cloth. 


Book Covers Hospital 
Air Control, Heating 


MINNEAPOLIS — A new booklet 
describing specialized heating and 
air conditioning control requirements 
for hospitals has just been published 
by the Minneapolis-Honeywell Regu- 
lator Co. 

The booklet was written for hospi- 
tal supervisors and members of hos- 
pital boards. It describes in non- 
technical terms the various atmos- 
pheric requirements of different 
hospital rooms and areas. Also dis- 
cussed are a number of fuel-saving 
heating control systems which may 
be installed in existing buildings as 
well as those under construction. 


Copies may be obtained free by 


writing to John Bergan at the com- | 


pany’s main office in Minneapolis. 


Kennard Corp. Adds 9 to Staff 
Of Engineering Field Agents 


ST. LOUIS—Additions to its staff 
of engineering field representatives 
have been announced by Kennard 
Corp. here, manufacturer of heat 
transfer equipment. They are: 


Chet Adams Co., Greensboro, N. C.; 
John J. Barry, Baltimore; M. Blazer 
& Son, Passaic, N. J.; John R. Ell- 
strom, Philadelphia; Don E. Hawk 
Associates, New York City; Paller 
Engineering Co., Indianapolis; J. 
Fuller Stafford and C. L. Benson 
Associates, St. Paul; and R. F. Zim- 
merman & Co., Shreveport, La. 


SOME TERRITORY 
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Locker Plants Seen 
Exerting Influence on 
Food Quality, Output 


WASHINGTON, D. C.—Combining 
preparation of products for storage 
with locker storage service has been 
one of the most important factors 
contributing to the rapid growth of 
cooperative frozen food locker plants, 
according to a new U. S. Department 
of Agriculture report called ‘“Process- 
ing by Frozen Food Locker Coopera- 
tives.”’ 

This publication has just been 
issued by Farm Credit Administra- 


tion’s Cooperative Research and 
Service division as Miscellaneous Re- 
port 129. 


The study, made by L. B. Mann, 
R. L. Fox, and P. C. Wilkins, with 
Research and Marketing Act funds, 
covers 70 cooperatives operating 65 
slaughter and 112 locker plants lo- 
cated in nine midwestern, south- 
western, and southeastern states. It 
gives specific information on the 
type and size of plants studied, 
equipment, volume, rates charged, 
techniques used, utilization of by- 
products, and operating results. 

The authors point out that while 
locker cooperatives operate in a field 
of relatively narrow margins, they 
have an excellent chance to improve 
quality, upgrade diets of both farm 
and urban patrons, expand outlets 
for locally produced food, and narrow 
the spread between producers and 
consumers. 

Investment in all facilities and 
equipment averaged $66,288 per 
plant, or $75 per locker. Extreme 
ranges were from $32 to $168 per 
locker. 

In general, plants offering the most 
complete service such as slaughter- 
ing, chilling, aging, cutting, wrap- 
ping, freezing, curing, smoking, lard 
rendering, and poultry dressing had 
the largest investment in facilities. 

Rates for slaughtering cattle aver- 
aged $4.24 per head and ranged from 
$2.39 to $7.37. Average charge for 
slaughtering hogs was $2.46 per head 
and ranged from $2 in the midwest 
to $3.30 in the southern and eastern 
states. 

Rates for cutting, freezing, and 
grinding average $2.69 per hundred 
pounds and ranged from $2.07 to 
$3.78. Locker rental rates ranged 
from $10.73 to $14.91 per locker and 
averaged $13.19. 

Gross annual receipts per locker 
rented averaged $38.38; expenses be- 
fore income tax and interest, $34.35; 
and net savings, $4.03. 


for draft and bottle 
beverage coolers. .. 


gee § 
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IDEAL cooter corPoration 


2953 EASTON AVE., ST. LOUIS 6, MO. 


NOW - AVAILABLE 


The THESCO complete line includes 


expandit cases and walkins that 
grow with the merchant's business. 


= 


Ft 
ca 
ae 
. iat 
» a 
- amy 
ers as 3 i 2 Ee +: ¢ ; ae eg Pe Tike : Fo Fang Rita ot og Ags PEE : : , ; E es os x ; . a a 
oy. a : — — 
igs 16 a 
; ee 
3 | 
aii pra 
: = yy 
BEN ro : ‘ \ | 
ea 3. 
eh ’ 2 | 
a fin Bin ~ | 
. a . 3 
: = : | | ee 
Be 3 4 | , i 
Beacons d oe mci eee ek 
ses) . ‘ \ es Cm oe i va ee geo g he, ee a 
c \ re ~ £. — 
sie a | a = : 
Ac a coh = | ae > be 7 senseless, ‘ wi aa al 
oe @ a es . Ff ‘ i pas — € it 
; a : | —— o — eo 
ae a eo aes pS me | tt era | ee rid 
ge - e y § ae ‘2 - .. a ee a 
ae ie ee. : Wane «s a is so ’ . 
ay. eee ee ee es, Ee ;* Nh 
a a wie’ * | Nowe nn on ae OSs : = oe a . ‘as = s a : if 
aoe  — 4 pag : Soe ae ae ' oe a ae 
: Penge eo. | a | | =. 
‘i a i a eo oS... eae a j ¥ : 
ay “et gia ee 2 ae eee ae _ vs 
i i ce 4 a ae hee Sc : } 
sone F £. , Ss > | ) "= 
hg, Pc bee * were ‘ 4 ‘ Day ts es i a oe 
Ae eg ct A, Ce es Oe Ce - | (am Boat. S 
ae: ees CO : maar tae - ng Bh ee r oe 
‘ Ee x S ce ee ~~ wi eS ee oe ret OE mei ges 2 2 
—_ . . a oes ee pe oe es se Be ee oe : i oe 
» 3 Nid si ee as nee ae car ca « eh as pe e 5 ‘ 4 rede a a de z ee os ee a His a9 Pe ee 
# gg ia : ST ee Pe aoe i — ae ae eee. get “si er ll — oo ‘ 
i a, eo aie gages I gel i 5 ae gi area ¥ rs 
gees ee ne OMe ey a. 
. ae re ee ee ss ane . oo ey ee io aa ‘ . es eee ee 
ea ee pom sor ag os of ; pO ES i i i. Ae i el. 
~ 7 La Rak 7a Tey iia i aa s oe oe oot gr Se ae * . ee ec esata 
| | ee 
Soe e 
| _ po | : ™ : 
—* 1 
Ss 
S| 
ye ti 
| | tl 
| ti 
| Cc 
- ro) 
| f1 
| 
| Po . 
ee ieeenencoen —_ E 
( 
| cc 
te 
Ww 
e! 
p! 
: ase to 
# 3 ‘ 2 ¢ os 3 ‘Se Bees fs Bee ee .. eS ae | ef 
: ; i 4 j ; é igh es, ‘ * pe ERE aes | 
a : oe ; ey sas, me be eae ea 
or , : e ‘ ce gate’ : ; he 
oe mo Se Bs : . . oo = 
Pe es : , 2 ee eee in gee i - : oe | 
Bs cca 2 . , >. th 
ee ; ae oo ‘ pO all eS SR de Bek 
oat gee ay he es —- af Sr ee te 
ae & ii fe eee eae di 
Ao es €° ‘ - ye F . ~~ cS 1 
“is a we & ee ‘ Pf * p.. U ue RAY PA K N G 0, 
ge » ee ee w Y ey Ree 3 ee ee Oe Op 
ee iit — Bi a fe ee aS A e eit Mir ‘eee Rg oes aaa H 
oh a ws a a ae, oe a. ee ee Re C 
a Pw. [| aS ee ge ae Si to eS NO EES ASUS a 
> TR oem, ogee, ee SS 
; Se oe Se ye oe ees et he ‘ 
" te : ae a ay See'a's i Bo os gee: 
_ => A gt RM Sette ee dent terte. whee ate 
wo , - ill ; a Ve og Be i Pe eA eS a Oe is ae ae e face 
7 ou wes teen? 4 — ee a ata eS a peer eas eee Hel i Re a eo - 
, ag ee: Re ee Os ee re ee ae 
a oe ee 8 ee eg ee be Ge Be ew eae Ss 7 
nt i le ee me ae Bs aN ee ges Ss a ce mera Ao tee I eee 
: om” eee a ees ae a coe ee oe eS : Se Oe diag int 
3 Pls . oe Be oe. ls a ee a Na ee <% ee ES aes ins 
: oe si ote oe SR le ame a as ek ee SY: aS Perea . Oe ee is a “i 
‘ ie} a Ps: ‘ = = ee * ee ay See ie oe emi: wehoet si con 
Z “4 % Ce ye = pth . oe eae eae f ’ 
F Bang ‘ . » gra <2 ee 2 a ri, ¥ eee eee 
r ae Benet as Po i a 
A tN ee Ct ee SS i a ae eye ow 
i * rr ee ay: 
aia [Sen ee a 
: = re see Po oe egie “i hi a | ay 
. — ; & me ROR a : nee. — ? : Ee si ek | Ovi 
a Pie. tn ee ye, SSDS ENE 
—_——— Micon ies i a Pe Se IDEAL 
Pah Meo a Rear So: ee eee 5 SEITE Se TES Eee Ee eae 
SS Pe ea ac a mot wee ey, OM Re oe ee eas. a acl 
: i a or Su Lee RSS. SOON” GS Reet, ae ee og mee aes r 
ey y LB tS ihe ie. lie eA ep OR FRE a eam Se oy *! oe oe fer age CSE ys) ed a 
ee ee eee re ee he Sn Cee es oe es 
2 Ms as een ae Se Sn en Oe eR nee eer neser nr 
1 “es sy oe eee Senne piiiess o ow bre 
—. " rane? = a me 2 = ES ae er s : o ee : : : . : | tro 
re eee © J : ee Be: + 
a 3 A * : . : See Re PRODUCTS Ai 
a , oe . as < aoe See ee ns Ee ere See ere 
es <_ 
in | ie 
; ie Hyg :. oe 
\ 
ao ay. a ! 
ware ; 
ay = | 
: | 
"4 : "Ss or re | 
i, N : an i 
po | 
j , 4 
| | | . | i | 
: a ie . i © 4 
oie . a NS aS xj i 
alent 4 * ery Ay fo 
* ~ i > _ 2) 
Pc 
ee | aia) 
. 2 
») fa a es ee . | 
7 , R | 
nan | a ——e 
fe } | = =e i | lCttéC 
yf | ! SSS 
+5 ~— & — 
Ms é + al re a 
e . , ~ t ag ~ 
r | 
es 
* , — 
NSP : 
m Po 
ae 
A a | 
: ee : ' 
ae (Kz > 
Es ~C. SCHMIDT CO. Krucsco 
< | 
ae | | + : CINCINNATI 14, OHIO | 
ree. t : 1 os : 
= 
" 
: is 
he 1 an 
a oa 
bir eee 7 or _— Pare : " © . i ae a 7 . Aes - 5 2 - y } - * ° . “| : ~ : 
Ye eee . i: co ene Oe fe ie te er ti 2 ye. pa ae, «2 «ies oe ee — ge iT eg oer, * ‘ a” ., dagen See . = = 


a 


AIR CONDITIONING & REFRIGERATION NEWS, JULY 18, 1949 


17 


Hilsch Tube Stimulates Imagination 


But Lacks Practical Application | 
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VIEW OF SEYRAL 
POLE SEE 


Dimensions for a Hilsch tube are critical. 


* 


EVANSVILLE, Ind.—Refrigeration 
engineers have shown keen interest 
in the Hilsch tube which separates a 
stream of compressed air into two 
streams—one at high temperature, 
the other at low—but its chief prac- 
tical value at present is to stimulate 
the imagination of the engineers. 

“Its efficiency is too low” for prac- 
tical application in refrigeration, de- 
clared John Calling, product engineer 
of International Harvester Co.’s re- 
frigeration division, after demon- 
strating a Hilsch tube before the 
Evansville ASRE section. 

Made from clear plastic, the tube 
constructed by Calling produced a 
temperature of 70° F. at one end 
while -40° F. air came out the other 
end when compressed gas under a 
pressure of 150 p.s.i. was supplied 
to the device. 

With compressed air at 105 p.s.i. 
being supplied, the tube produced a 
low of -20°, the cooling and heating 
effects following within a few min- 
utes after the compressed air is 
admitted to the tube. 

In the design made by Calling, the 
compressed air or gas enters the tube 
through an orifice .050 in. in diame- 
ter, which leads directly to the all- 
important spiral housing with outside 
dimensions of 14, in. by 114% in. dia. 

One side of the spiral housing 
opens to a .250 in. i.d. plastic tube 


rea 


Hilsch tube. 


(the hot side). On the other side of 
the housing is a hole .098 id. by 
144 in. long, expanding sharply to a 
.250 in. dia. hole. This is the cold 
side. 

Tolerances of the tube dimensions 
are rather close, ranging from +.002 
in. to .010 in. 

“The most difficult problem is to 
construct the spiral housing accu- 
rately. Because of its minute nature 
this is a nice problem,” Calling says. 

If built by production line methods, 
such a Hilsch tube would probably 
cost about $2, it was estimated, but 
because of its inefficiency not to 
mention the problem of supplying 
compressed air, it is not expected to 
revolutionize the refrigeration indus- 
try in the immediate future. 


Omaha, Neb. Dept. Store 
Air Conditions 4 Floors 


OMAHA, Neb.—J. L. Brandeis & 
Sons department store recently put 
into operation its new air condition- 
ing system which serves the base- 
ment, first, second, and third floors. 

The management reported that 
eventually, air conditioning would be 
expanded to serve the entire building. 

The present installation serves 
over 166,000 sq. ft. or nearly four 
acres. Temperature is controlled at 
76°, and fresh air is continuously 
brought in, with thermostatic con- 
trols maintaining even temperature. 
Air is purified by electrostatic filters, 
and a dehumidifier controls moisture. 


™ 


Available from 
1/2 to 10 H.P. 


CLEANABLE 
DOUBLE-TUBE 

COUNTER-FLOW 
WATER-COOLED 


Write for literature 


Helatead Mitchell 


BESSEMER BLDG. 
PITTSBURGH 22, PA. 


Hall Heads Birmingham 


Electrical Association 


BIRMINGHAM, Ala.— Robert F. 
Hall, president of the Steel City 
Supply Co., has been elected presi- 
dent of the Electrical Association of 
Birmingham. He _ succeeds E. G. 
Walker. 

L. J. Griffis, president of Modern 
Home Engineers, was elected vice 
president, and Roy H. Knox, sales 
promotion and advertising manager 
of the Birmingham Electric Co., was 
named secretary-treasurer. 


Named to serve on the executive 
committee were R. G. Campbell and 
Forney Vinyard, representing appli- 
ance dealers; L. E. Lacey and Carl 
Teal, representing electrical contrac- 
tors; R. P. McDavid, III, and P. B. 
Pepper, representing distributors; W. 
J. Broughton and Walter R. Kelley, 
representing mantfacturers; and 
Robert W. Graham and D. S. Rich- 
ard, representing utilities. 


Parker Refrigeration Files Name 


BUFFALO—A business name has 
been filed in the Erie County clerk’s 
office for Parker Refrigeration Serv- 
ice, 106 Herkimer St., Buffalo, by 
Carlton F. Parker, Jr. 


MANHATTAN RUBBER DIVISION—PASSAIC, 


MANHATTAN 
WHIPCORD V-BELTS 


Deliver the Best Service on Air Condition- 
ing and Refrigeration Units — Customers 
appreciate longer life—quiet, smooth opera- 
tion of these cool-running, higher quality 
V-Belts — Stock MANHATTAN FHP for 
light drives, CONDOR for multiple groove 
drives. You get convenient catalog and com- 
plete Service Aids. 


NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


Belfield Issues Bulletin 
On Liquid Level Controllers 


PHILADELPHIA—A new bulletin 
No. 48-1 on Ligiud Level Controllers 
was issued recently by the Belfield 
Valve division, Minneapolis-Honey- 
well Regulator Co. 

Both’ direct-connected and air 
actuated controllers are illustrated 
and described in this 32-page catalog, 
with details of the special construc- 
tion features and applications. 

Many schematic drawings, dia- 
grams, and photographs are included, 
with capacity charts, flow character- 
istics, pressure-temperature rating 
charts and dimensions. 

Featured also are Belfield pressure 
regulating and reducing valve disc- 
plugs, compression lubricator, stuff- 
ing box, angle valves, and other aux- 
iliaries. 

Copies will be mailed on request 
to the division at Wayne and Roberts 
Aves., Philadelphia 44. 


Ackermann-Steffan Made 
Division of Parker Mfg. Co. 


WORCHESTER, Mass. — Parker 
Mfg. Co., here has announced ac- 
quisition of Ackermann-Steffan Co., 
Chicago, manufacturer of Trojan 
brand coping, jig, power machine, 
and jewelers’ saw blades, and coping, 
jewelers’, scroll, and hack saw 
frames. 

The Chicago firm will be known as 
the Ackermann-Steffan Div. of 
Parker Mfg. Co., and will continue to 
manufacture the same group of pro- 
ducts at the plant, 4532 Palmer St. 

Ackermann will serve in an ad- 
visory capacity. 


Superior Drum Valve Has 
Spring Safety Device 


PITTSBURGH—Superior Valve & 
Fittings Co., in announcing its type 
1281 valve, brings to the industry a 
small refrigerant drum valve with a 
spring loaded safety device for the 
protection of those using small cyl- 
inders. 

This valve incorporates a forged 
brass body and is threaded % in. 
male pipe at the cylinder connection. 
The outlet connection is tapped % in. 
female pipe for use with a half union. 
The stem is machined %4 in. square 
for wrench operation. 

This valve, although incorporating 
the additional feature of a spring 


‘loaded safety device, is compact— 


the over-all height being 21%. in. the 
same as conventional valves for use 
on five and 10-lb. cylinders. 

The packing used in this valve is 
of specially compounded material for 
use with all refrigerants. 

The safety device is a spring loaded 
type set to leak initially at 390/440 
p.s.i. The resilient seating material 
in the safety is impervious to all 
refrigerants and insures positive re- 
seal when excessive pressures have 
been relieved. 

Accidents involving small cylin- 
ders, attributable to lack of proper 
safety device, are said by Superior 
Valve company officials to have 
created the demand for a safety de- 
vice on small cylinders offering pro- 
tection against rupture of cylinders 
due to: 

1. Over filling. 

2. Application of heat. 

3. Abnormally high 
temperatures. 

4. Fire. 


atmospheric 


Lacart Represents Allin 
In Midwestern States 


CHICAGO—Rollin H. Lacart has 
been appointed the direct sales rep- 
resentative of the Allin Mfg. Co., for 
the states of Wisconsin, Illinois, In- 
diana, and parts of Minnesota and 
Kentucky, the company announced. 
recently. 

Prior to his association with Allin, 
Lacart was with the Electrimatic 
Div. of the Simoniz Co., where he 
spent several years in the engineer- 
ing department and was then ap- 
pointed sales engineer to represent 
the company in the middle west 
area. 

Lacart will continue his present 
address in Chicago and may be con- 
tacted directly at the Allin Mfg. Co., 
1153 W. Grand Ave., Chicago 22. 


Wolverine Opens District 
Sales Office In Atlanta 


DETROIT—Wolverine Tube Div. 
of Calumet & Hecla Consolidated 
Copper Co. has announeed the open- 
ing of a new southeastern district 
sales office in Atlanta. 


A. R. Kaspark has established this 
office and will headquarter at 788 
Spring St., N. W., Atlanta. He will 
cover north and: central Georgia, 
eastern Tennessee, and western coun- 
ties of North and South Carolina. 

Kaspark’s work complements that 
of M. J. Cook and T. P. Stone, who 
will continue to represent the com- 
pany in their respective territories— 
the western and southern sections of 
the southeast area. 
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No Freon Leakage! 


200 blowdowns. 


ES ... this new valve has been proved tight in excess of 
And for even greater protection against 
possible leakage caused by foreign particles in the system, 


a SAFETY HEAD rupture disc device can be installed on the outlet 


"MANUFACTURERS, 


JOBBERS 


Add safety to your prod- 
uct, boost your sales. Attrac- 
tive discounts offered for 
large quantity purchases. 
Write, wire today. 


connection (see ASME Unfired Pressure Vessel Code, para. U10-b). 


BS&B's large production facilities insure volume production 
of this new Freon valve. It is ideal for installation on medium and 
large systems. 


Approved by City of Chicago Refrigeration Inspection Depart- 
ment for installation in that city, with or without SAFETY HEAD. 
Furnished with %, ¥% and Y2-inch NPT (male) pipe thread inlet, 
Y2-inch NPT (female) outlet. 


Get the Complete Story... Send Coupon Today 
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RELIEF VALVE 


4 GEUY  cccccccaces 


Special Products Division, Section FV-50 
BLACK, SIVALLS & BRYSON, INC. 
Power and Light Building, Kansas City 6, Mo. 
(CD Send full details of the new BS&B Freon Relief Valve. 
(CD Send quantity information. 
(CD Please have Sales Engineer call. 

1 am an [} Equip. Manufacturer 7) Jobber 

() Distributor ~) Supply Company 
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Store Modernization In a Competitive Market 


NEW YORK CITY — With busi- 
ness trends heading slowly downward 
and competition becoming keener, a 
period is at hand when store im- 
provement and modernization can 
expect a sound and profitable expan- 
sion, clinic speakers indicated at the 
recent Store Modernization Show 
which was held in the Grand Central 
Palace here. 

They pointed out to retailers that 


By George M. Hanning — 


it is poor economy to skimp on 
money for their business but advised 
them to make sure that the improve- 
ments they make are necessities and 
ones which will enable the store to 
earn additional profits. 

They emphasized to those in the 
business of modernizing that they 
must be able to show the retailer to 
what extent the modernization will 
increase the time his sales force can 


spend in direct selling and to what 
extent it will be easier and more 
comfortable for people to buy in the 
store. 

Neither air conditioning nor re- 
frigeration equipment were specifi- 
cally considered by any of the 
speakers, though they made it plain 
that these items were to be con- 


stores. 


moves. 


On these pages appear short excerpts from 
speakers at the clinic sessions held during the recent Store 
Modernization Show in New York City. They contain ideas, ad- 
vice, and opinions of experts in the field that maybe of value to 
appliance dealers who are thinking of modernizing their own 
Too, commercial refrigeration dealers might use the in- 
formation in their own modernization projects or pass it on to 
prospects who need to be convinced of the wisdom of particular 


sidered in over-all modernization 
plans. 
the talks of 


Store Lighting and Color: 


‘Sense of Showmanship’ Is Important for 
Merchandising, Yale Professor Tells Clinic 


Lighting and color are two insepa- 
rable elements in the problem of 
making a store pleasing to the cus- 
tomer and emphasizing the merchan- 
dise, clinic speakers agreed. 

Architect Morris Lapidus pointed 
out that in stage designing light and 
color are used to set the mood for 
the play. The same thing can be done 
for the retail store. 

Where, in the theater, light is in- 
tensified at the point where dramatic 
action is going to take place, the 
store can intensify light to feature 
best selling merchandise. 

“Retailing today has reached the 
point where the presentation of mer- 
chandise must be emphasized,” he de- 
clared. “Store fixtures are just the 
mechanics to bring the merchandise 
before the customer. Color and light- 
ing can go further by creating a 
mood. They will tell the customer 
whether the merchandise is for the 
young or old, whether it is a luxury 
item or commonplace.” 

Lapidus explained that in order for 
merchandise to be sold it must be 
seen by the customer. Therefore, 


the closer you put the light source. 


to the merchandise the greater the 
intensity of light on that merchan- 
dise. 

He said that he believed in making 
the store lighting follow the merchan- 
dise displays, rather than providing 
the same intensity to all areas of 
the store. The color of the wall 
around the merchandise can also be 
used to enhance the goods for sale, 
he asserted. For instance, brilliantly 


colored walls have proven to be very . 


valuable in making displays of white 
appliances stand out. 

The over-all color and lighting of 
a store should create an initial im- 
pression on the customer that “This 
is a nice store.” But after the first 


glance his eyes should then be so 
concentrated on the merchandise that 
he forgets the color of the back- 
grounds. 

Stanley McCandless, lighting pro- 
fessor at Yale university, pointed 
out at the clinic that the greatest 


‘misconception in the field today is 


that lighting should be done by an 
electrical engineer. A sense of show- 
manship is much more important, he 
averred. Lighting has strong psycho- 
logical aspects. 

“We want light to give us visibility, 
comfort, composition, and atmos- 
phere,” he explained. He added that 
we need visibility to see, comfort by 
avoiding glare and flicker, composi- 
tion to set the merchandise off in 
its proper light, and atmosphere to 
provide the mood that will lead the 
customer to buy. 

For some strange reason, many 
merchants concentrate their light 
directly above an object, he pointed 
out, whereas to be able to see it 
clearly, the light should be in front 
of it. 

Howard Ketcham, a color, design, 
and illuminating engineer, used a 
recent personal experience to illus- 
trate the value of the proper use of 
color and light. He stated that he 
had been hired to design the paint- 
ing for a Boston supermarket. 

“Instead of ‘sanitary. white’ or a 
‘neutral gray,’ which put the selling 
job entirely in the hands of the pack- 
aged goods, we brought in an especi- 
ally prepared cheery, appetizing 
series of yellows, reds, and greens to 
perk up the housewife’s spirit and 
to encourage the leisurely shopping 
which helps to create extra impulse 
purchases. 

“I mention this personal experi- 
ence because the store is reaping 
profit from gross business 40% 


beyond the expected maximum goal.” 

“Color,” he asserted, “can look 
warm or cold, bright or depressing, 
pleasing or irritating, refined or 
crude, wild or tame, exciting or re- 
laxing, clean or dirty, rich or inex- 
pensive. It can make a store modern 
or old fashioned, appeal to men or 
women, to the old or to the young, 
to the smart or the unsophisticated. 

“Used in a store, it should often 
combine many of these opposite 
points. Sometimes one department 
will require one effect and another 
should be entirely different. 

“Yet color lacks of itself, size, 
material, shape, or weight. 

“Color cannot be seen without the 
aid of light. 

“Color is subject to changed ap- 
pearance under different types and 
intensities of illumination. 

“That is why it is highly important 
that we consider color and lighting 
as two interrelated elements in 
solving any problem in store treat- 
ment. 

“Brightness in a store is retained 
or lost when you apply color to the 
walls with due consideration to the 
type and amount of lighting chosen. 
For example, a certain light cream 
wall color gives you 80% reflectance. 
If your lighting fixtures give you 
50 ft. candles of illumination, the 
merchandise, the sales personnel, and 
the customer actually receive the 
equivalent of 40 ft. candles, or 80% 
of 50. 

“In addition to the dollars and 
cents economy in providing proper 
brightness without excessive invest- 
ment in fixtures, there is a vital 
money stake for the store operator 
in providing conditions of light and 
color which allow the customer a 
proper chance to judge the product 
before she buys. 

“In one survey, more than 60% 
of the merchandise returns were 
traced to lighting which did not per- 
mit the customer to appraise the 
color and texture of the product. The 
installation of a modern lighting sys- 
tem by Gimbel’s of Philadelphia 
after the war is said to have cut 
that store’s merchandise returns in 
half. 


© 


SALES POSSIBILITIES EVERYWHERE 


The complete Tyler line of welded-steel Commercial Re- 
frigerators and Display Cases meets all requirements of 
food stores, markets, super-markets, hotels, restaurants, tav- 


erns, bakeries, florists, cafeterias, colleges, diners, drugstores, 
delicatessens, hospitals, institutions — anywhere perishables 
are stored or sold. Tyler Fixture Corp., Niles, Michigan. 


=m ig “Tylee Wall Dairy Box 


= see Florist’s Refrigerator 


“For example, incandescent light 
tends to kill the hues of merchandise 
in blue because blue is lacking in the 
incandescent lamp’s spectrum. In 
spite of that we find many store de- 
partments using incandescent fixtures 
while selling products which the 
customer is more apt to see in the 
bluish light of natural daylight. 

“In brief, the incandescent light or 
the soft-white fluorescent are desir- 
able for such cold colors as brown, 
orange, red, and yellow, but gives 
a muddy appearance to a blue object 
because these types of light sources 
do not emit much blue light. Under 
this type of illumination, navy blue 
will appear black. 

“The 4,500° . fluorescent lamp is 
rich in the blue and green regions of 
the visible spectrum, and also repre- 
sents yellow, orange, and red to the 
extent that it is relatively successful 
with most hues. It is better light for 
blue-greens than for yellow greens; 
yellow looks greenish in this light. 

“The daylight fluorescent lamp is 
rich in blue and weak in red, orange, 
and yellow components of white light. 
Therefore it displays blue or green 
merchandise to excellent advantage, 
particularly greyish blues, because 
the light has a greying tendency.... 
Red takes a purple tinge under this 
lamp. 

“The question may be raised, does 
it pay to change your store colors 
and lighting to meet today’s selling 
conditions. My only answer is that it 
pays, if selling merchandise is pro- 
fitable. 

“One chain store reported that 
before installing a new interior color 
and lighting treatment, the store units 


averaged 40 sales items per 100 
customers within the store. After re-. 
styling the interior, the outlets aver- 
aged 110 sales per 100 visitors. 

“In a hardware store, sales went 
up 40%; in a food store 20%... . It 
also pays if the color and the light- 
ing you use in a store are the right 
ones to set off the merchandise and 
to give your store personality and 
individual identification. 

“What good does it do a variety 
store or a drugstore or a supermar- 
ket to provide a neutral background 
so that the branded packages (on 
its shelves) will stand out readily, 
when the same packages are telling 
the same messages for your competi- 
tor across the way? 

“The store operator owes himself 
the primary concern—to make his 
place of business more attractive, 
more effective, than the fellow across 
the street. Three out of 10 sales in 
supermarkets are on impulse; in 
drugstores 48% of women customers 
made an impulse purchase, and eye 
appeal is 90% of that impulse to 
ae 

“The problem is to be certain that 
correlation of color and lighting 
achieve the effect you are paying 
for. Walls and other background 
elements require colors that are 
cheerful, light-reflectant, and which 
dramatically set off the merchandise 
without competing with it. 

“The wrong color and lighting 
can undo all the selling appeal which 
has been given the products by the 
manufacturer. . . . New, smart, and 
attractive appearance makes a store 
a better selling tool. It never costs 
more to use the right color.” 


Store Displays and Fixturing: 


Buyer Should Be Brought Into Closest Possible 
Contact with Goods To Be Sold, Pilat Contends 


In recently conducted tests in a 
department store, a merchandise dis- 
play background emphasizing color, 
value, and texture produced 73% 
more sales than any other type of 
background, Albert E. Bliss of the 
Bliss Display Corp. declared. 

Bliss told how his organization 
went out to discover just what would 
be the best type of background on 
which to display “best seller” mer- 
chandise. He explained that he con- 
centrated on the best seller because 
that was the one producing the most 
profit for the retailer and therefore 
the one on which the retailer could 
best afford to increase his volume. 


The idea of the test was to deter- 
mine if a background will cause 
more people to stop and look at the 
merchandise and if so, would those 
who stopped buy. 

For the purpose of the test, he 
selected different backgrounds which 
would contrast with the merchandise 
(in this case a woman’s shoe) in 
only one respect. One background 
contrasted in color, another in tex- 
ture, and others in form, line, in- 
tensity and color, and value. 

Color and value backgrounds 
(those which are made up of the 
opposite color in the spectrum from 
the merchandise and of the opposite 
value) drew more lookers, he said. 

The texture background (a rough 
surface contrasting with the smooth 
shoe but of identically the same color 
as the shoe) stopped the most people. 

The background tests were con- 
ducted during a two-week period just 
previous to the Easter rush. Sales of 
the shoe during the first test week 
were up 160% over the week just 
preceding the test, he said. For the 
second week, they were up 184%. 

The week following the test, which 
should have been even better sales- 
wise because it was closer to Easter, 
showed an improvement of only 26%. 

During the week before the test, 
the best seller shoe did 6.2% of the 


Visual Store Fronts: 


department’s total business. During 
the first test week, this percentage 
was raised to 11.3% and in the 
second week, 13.3%. The week after 
the test, this percentage dropped to 
6.6%, Bliss related. 

All of which goes to show, accord- 
ing to Bliss, that backgrounds de- 
finitely help the sale of best seller 
merchandise and that the elements 
of color, value, and texture contrast 
are the most important to have in 
the background. 

Victor Gruen, of Gruen & Krum- 
meck Associates of Los Angeles, de- 
clared that the independent store 
fixture as such is dead. Store fixtures 
are now intimate parts of the store 
interior. They are only one element 
in the over-all planning and in the 
atmosphere of the store. 

Modern store fixtures, he stated, 
must help achieve total flexibility in 
the store so that it can meet any 
future trends and thereby resist ob- 
solescence. 

He said that such a fixture must be 
easily convertible to the display of 
several different types merchandise, 
must be easily shiftable to other sec- 
tions of the store, and must be easy 
to maintain and replace. 

William J. Pilat, president of the 
Russell W. Allen Co., urged that 
modern store fixtures be designed so 
that the customer is brought in 
closest possible contact with the mer- 
chandise. 

“Whenever a store has to sell 
(mark down sales, close out sales, 
etc.), the merchandise comes out into 
the open where the public can touc!: 
it,” he emphasized. 

The common objections that bring- 
ing the merchandise out in the open 
increases soiling and pilfering, he 
said, has been answered by retailer 
who successfully practice this type o: 
selling. They find that the increased 
turnover of the goods actually re- 
duces the amount of loss they suffe 
in relation to the amount of extra 
profit they gain. 


Open-Type Front Puts Entire Store on Display 24 Hrs. 
With No More Cost Than for Conventional Window 


The open type visual store front 
“provides maximum display with a 
minimum of upkeep, greater flexi- 
bility of design, improved traffic 
flow, and better coordination with 
adjacent store fronts,” H. Creston 
Doner, director of design, Libbey- 
Owens-Ford Glass Co. stated at one 
clinic. 

Although the visual store front 
and the “outmoded” display window 
type of front have equal areas of 


plate glass and vitrolite structural 
glass, “the visual front requires only 
one third as much store front metal 
to enclose a display window more 
than twice as large and having many 
times the display value,” he pointed 
out. 

“It is quite possible to put the 
whole store on display now and make 
it work 24 hours a day with no more 
investment than the older restricted 
type of front,” he added. 
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Store Layout and Traffic: 


Designer Must Not Fail To Capture Store’s 
Personality In His Modernization Planning 


“The basic reason for store plan- 
ning is to increase sales,” stated 
Leigh Allen, store design consultant 
here. “It is not just for more sales 
but for more profitable sales; sales 
which will result in satisfied cus- 
tomers who will find that store so 
planned and run that they will want 
to come back again and again. 

“It will be a store that will give 
no reason to complain that the cus- 
tomer has had disinterested service 
or an inerdinately long wait for 
change, or that it was difficult to get 
the package once the transaction 
was completed... . 

“To my mind customer comfort 
comes first. . . . By this I do not 
mean the luxury we are accustomed 
to expect in the specialty shop. I 
mean that aisles should be so planned 
that no matter what door the cus- 
tomer enters he or she will be led 
unconsciously and with ease from 
department to department. 


CROWDING UNDESIRABLE 

“If the main aisles are too narrow 
or are intercepted by all sorts of 
bargain tables which interest only a 
small cross section of customers, the 
bulk of patrons will find this crowd- 
ing undesirable. 

“Naturally if any customer is so 
crowded that her attention is riveted 
on threading her way through masses 
of people she will find no time to 
look at merchandise on display. 

“The surest way to increase sales 
with the least expenditure, if we 
really mean to help the customer, is 
to plan more display with adequate 
and dramatic lighting which will 
show more items to more customers 
who have plenty of space in which 
to see them. 

“I am not implying that every 
available inch of space be crowded 
with merchandise. On the contrary, 
merchandise must be easy to see and 
it cannot be when crowded or under- 
lighted. And if it is the kind of item 
the customer should handle she must 
not feel that there are barriers pre- 
venting her from doing so. 

“I believe so thoroughly in the 
taste level of our average buying 
public or at least in the common 
desire for something better that I 
feel it is belittling to expect the cus- 
tomer to like anything but simplicity 
and distinction. 

“Simplicity because it is easier to 
look at and distinction because the 
general public is learning to appre- 
ciate and value it due to the influence 
of the excellent magazine, newspaper, 


and periodical articles which are do- 
ing so much to raise our general 
taste level. 

“If we accept this point of view, it 
is the duty of the efficient store 
planner to incorporate these quali- 
ties in his design not only for cuss 
tomer convenience but to insure that 
his store doesn’t become dated and 
obsolete within a few years. ... 


STORE HAS PERSONALITY 

“Every store has a very definite 
personality. If that personality is 
destroyed in a new layout the cus- 
tomer will be the first to realize it 
and this is one of the intangibles 
which a designer must capture in 
his new planning or he will do the 
store owner a real dis-service. 

“The only reason a customer enters 
our stores is to see merchandise and 
make a selection. Consequently, there 
is no surer way of creating the right 
kind of traffic than to lay out a 
store so that the customer is always 
seeing new points of merchandise 
interest so placed that she can really 
see them.” 

In the opinion of Russell E. Main- 
tain, store engineer from Boston, 
“good display equipment must dis- 
play more merchandise in less space 
so people will buy more with less 
assistance from. clerks and yet be 
so flexible that by means of super- 
structures, inserts, rearrangement, 
etc., it will be adapted to the display 
of a great variety of merchandise. It 
must also harmonize with other store 
equipment and resist obsolescence.” 

Maintain believed that the type of 
center island display shelving with 
step back shelves now used in super- 
markets comes closest to meeting 
these specifications and has _ been 
proven to result in greater sales 
volumes. 

He described this basic unit type 
of equipment as follows: 

“These are usually approximately 
42 in. deep from face to face and 
48 to 60 in. high. Add-in sections 
are 36 to 48 in. long. The best of 
gondolas consist of steel uprights in 
the rear, to which may be attached 
shelf brackets which are adjustable 
up or down every inch or two. These 
brackets may be for either sloping 
shelves or flat shelves. Formerly 
these brackets were bolted on, but 
now bolted construction, because of 
high labor costs, is rapidly giving 
way to keyhole slotted arrangements. 
Thus it is possible to move shelves 
up or down in less than half a 
minute without the use of tools.” 


Planning and Budgeting for Modernization: 


Savings on Initial Expenditure May Boost 
Continued Operating Costs, Thursh Warns 


John B. Paddi, vice president, 
Manufacturers Trust Co., New. York 
City, told retailers not to hesitate to 
apply for bank credit when you can 
make changes to effect cost reduc- 
tion, replace obsolete equipment, or 
modernize your layout. 

But, he warned, it is essential to 
draw a line between luxury and neces- 
sity expenditures and avoid extrava- 
gant commitments. 

“Plan your modernization job as 
-a whole,” he advised. “If only cer- 
tain phases are undertaken a few at 


a time, they should be in harmony 


with the complete plan. 

“Keep your total modernization 
expenditures at a level which will 
reasonably assure _ self-liquidation 
through the anticipated increase in 
future profits during the period of 
your obligation. 

“In ether words, your budget 
should be in control at all times and 
every effort should be made to stay 
within your original estimates. This 
can be better accomplished by con- 
sulting store modernization engineers 
beforehand and engaging specialty 
contractors who can be safely relied 
on for performance as well as quality 
standards.” 

A. W. Zelomek, president of the 
International Statistical Bureau, Inc., 
declared that individual design must 
meet the demands of specialized 
merchandising requirements even 
more in the future than in the past. 

“And in modernization of an exist- 
ing outlet, the store’s position in the 
community will have an important 
influence,” he said. “Are its prices 


high or low? Does it base its appeal 
on price or quality? Are its cus- 
tomers wage earners or salaried 
workers? Is it well established or 
relatively new? 

“A second factor is the cost prob- 
lems the dealer must face. It is this 
factor that architects and designers 
will find their greatest selling appeal 
and will encounter their greatest sell- 
ing problem. 

“Remember, the retailer will have 
passed through the present recession 
in which profits will have narrowed 


Sharply for everyone. He will then 


be operating in a period of stiff com- 
petition, in which the major share of 
distribution profits will go to the 
efficient. What can he do to put him- 
self in that class? 

“I grant you that two different 
distributors, occupying buildings that 
are in all respects identical would 
show different profits. But I am cer- 
tain that there are very few distribu- 
tors in the United States who would 
not be more efficient if their build- 
ings were modernized.” 

John S. Biggard, chain store rep- 
resentative of the National Cash 
Register Co., pointed out that the 
modernization change that will pay 
for itself is not an expense but rather 
is just investing profits back into the 
business. 

His answer to the question of 
whether or not to modernize is that 
if the modernization will pay divi- 
dends, go ahead. Such modernization, 
he said, will also have to be in line 
with current business trends. 

These business trends he listed as 


being increasing labor costs; pre- 
packaging of merchandise; public ac- 
ceptance of the merchandising plan 
(the trend to self-service, for in- 
stance); the need for reduced operat- 
ing expense through more concen- 
trated use of floor space, less waste, 
and more economical wrappings; the 
economic condition of the buying 
public; and the availability of goods 
on the market. 

All of these trends, he said, are 
working toward a higher level of 


sales, quicker customer service, a 


minimum of won-selling personnel, 
and the mechani.aticn of business 
details. 

In budgeting for modernization, he 
declared, the retailer must consider 
such factors as the future of the 
business, the capital available, and 
the amount he will be able to put 
aside from profits. 


CONCERNING AMORTIZATION 


When considering the amortization 
of the improvements, he advised that 
mechanical equipment can be allowed 
a life of 10. years and store fixtures 
from five to seven years. When they 
get older than this, the cost of main- 
tenance and repair will absorb about 
all the money set aside for them, he 
indicated. 

Joseph J. Thursh, director of eco- 
nomic planning for Raymond Loewy 
Associates, declared that the most 
common error made by retailers in 
planning for modernization is to 
underestimate the initial cost as com- 
pared with the continued operating 
cost. 

The continued cost is what pays 
the dividends, he asserted. Knocking 
off a few thousand dollars of initial 
cost can result in increased operat- 
ing costs, he warned, as, for instance, 
in starving storage space in order 
to get more selling space. 


“Stores are placing too much em- 
phasis on the production per sq. ft. 
and are neglecting the day to day 
operating cost to get that produc- 
tion,” he said. “There is a direct 
relation between selling and non-sell- 
ing space. 

“Too little non-selling space will 
make you pay through the nose in 
operating costs.” 


RELATION BETWEEN SELLING 
SPACE AND MANPOWER 


He pointed out that there is also 
a direct relation between selling 
space and manpower. He warned 
against trying to make one clerk 
cover a lot cf selling space during 
the off peak sales periods, especially 
if that space might be divided up so 
that he cannot get a clear view of 
all of it from one position. 

One way that modernization has 
been able to save manpower is to 
place the storage space directly ad- 
jacent to the selling area. One large 
department store cut its handling 
costs by 25% by setting up the stor- 
age space so that one handling would 
take the goods directly from the 
receiving dock to the selling area. 

Thursh expressed the opinion that 
transactions per sq. ft. would be a 
better yardstick with which to mea- 
sure the anticipated load than sales 
per sq. ft. He pointed out that when 
transactions increase, more space 
must be provided for stock. Even 
this, however, is not an absolute 
formula. It must be related to other 
factors. 

The amount of turnover of stock 
is also a relative matter, in that it, 
too, can reach a point of diminishing 
returns where a larger turnover will 
be more costly than a smaller one. 

“Therefore,” he asserted, “planning 
must be done on the basis of what 
the profit yield will be.” 


QUICK SERVICE 
on 
FPRIGIDAIRE SEALED IN UNITS 


YOU CAN NOW MAKE A PROFIT ON 
YOUR FRIGIDAIRE SEALED UNITS. 


NEW 


FACTORY AUTHORIZED FRIGIDAIRE 
CHICAGO ZONE REPAIR SHOP. 


Dealer Price $35.00 F.O.B. Shop. One 
Year Guarantee—Not Including Fan, 
Relays or Switches. Models from 1938 
to present date only. 


Ship Freight PREPAID to 
NORTH TOWN REFRIGERATION 
CORPORATION 


4711 Lincoln Avenue Chicago 25, Ill. 
Telephone: UPtown 8-1000 Dept. “C” 
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AND Blt PROHTS FOR YO 


REMOVES 34 PINTS 
OF WATER IN 24 HOURS 


Completely self-contained 
—just plug in for operation. 


Protects clothes, linens, 
leather goods, etc., 
from mold and mildew. 


Reduces rust and corrosion 
of metal objects. 


Speeds drying of plaster, 
paint — saves costly delays. 


@ Moisture and mold move out when a 
Carrier Humidry moves in to tackle ex- 
cessive humidity. This small, new compact 
unit does a whale of a job, too, against 
rust and corrosion — and offers you profits 
plus with a large, ready-made market. No 
installation problems —just plug it in. 


HUMIDRY MARKET IS BIG 
—here’s part of it! 


Storage areas, home basements, 
workshops, laboratories, photo 
darkrooms, museums, library 
vaults, telephone exchanges and 
scores of other enclosed spaces 
where high humidities cause dam- 
age from rust, mildew, mold or rot. 
Humidry is also used to speed pro- 
duction, reduce drying time and 
save costly delays in new construc- 
tion and renovation. 


PROOF OF PERFORMANCE 


—a few of many letters 
from enthusiastic users 


“, . . the recent installation of 
the Carrier Humidry in our leather 
luggage basement area has en- 
tirely corrected our spoilage prob- 
lem. We no longer have any mold 
or leather deterioration from 
dampness.” C.J.L. 


“After we had attempted, unsuc- 


WHA NEW GARRICK HUMIDAY | 


cessfully, to dry our merchandise 
stock room by several methods, 
your machine was recommended to 
us. The results have been amazing 
and I am glad to tell you that to- 
day our cellar is perfectly dry and 
our stock no longer threatened by 
mildew.” J.H.F. 


“Your Humidry unit was pur- 
chased for the basement of my 
home (where I have two hobbies 
—woodworking and photography). 
The result is that this last sum- 
mer, using the Humidry, I was able 
to avoid both rust and mildew 
close to 100%.” J.R.N. . 


A “NATURAL” FOR: PROFITS 


Carrier know-how and manufac- 
turing standards are built into 
each unit, so your customers are 
assured efficient, trouble-free per- 
formance. The Humidry is a “nat- 
ural” you can’t afford to overlook. 
Mail the coupon today and get 
the facts about this money-maker. 
Carrier Corporation, Syracuse, N.Y. 
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| CARRIER CORPORATION 

| 300 South Geddes Street, Syracuse 1, New York 

Please send me more information on the new Carrier Humidry unit. 

; ~ m0 oat interested in becoming a dealer. 

| Name 

; Firm Name 

] Street 

| City State 
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AIR CONDITIONING & REFRIGERATION NEWS, JULY 18, 1949 


What's New 


Lever Enables Circuit 
Breaker Plug To Be Reset 


NEW YORK CITY —An electric 
circuit breaker plug for home appli- 
ances that provides time-delay over- 
load protection and 
individual appliance 
fusing has.been an- 
nounced by Hopax 
Electric, Inc., 547 
Greenwich St., New 
York 13. 

According to the 
manufacturer, the 
Hopax circuit, 
breaker plug is de- 
signed to operate 
positively according 
to the capacity for which it has been 
calibrated. Mounted in a Bakelite 
casing, the Hopax plug is compact 
and has no exposed parts. 

The heart of the plug is a heat- 
actuated bi-metal thermostat that 
can be supplied to give a time lag 
suitable to any particular applica- 
tion. The contacts are treated to 
lessen the destructive effects of arc- 
ing. 

The plug is equipped with a lever 
that will reset the circuit breaker by 
simply being raised and. lowered be- 
tween the contacts. 

The manufacturer pointed out that 
the Hopax plug does not replace 
regular fuses or panel circuit break- 
ers, but does protect an individual 
appliance motor that could be dam- 


aged at amperages. well within the 
range of the circuit fuse. 

This plug is available in two and 
three prong styles. The two-prong 
plug is calibrated from two to 10 
amperes. The three-prong plug is in- 
tended for use on 125 volt single 
phase a.c. in the same ampere rat- 
ings. 

The manufacturer stated that the 
plug is standard equipment on two 
automatic washing machines. 


% * 


Waterless Cooker Handles 
4 Eggs Simultaneously 


CHICAGO—A stainless steel, com- 
pletely automatic, waterless egg 
cooker has been introduced by Nicro 
Steel Products, Inc., at 3534 N. 
Spaulding Ave. here. 

The device will cook from one to 
four eggs at a time. It has a twin 
electrical element for even heat and 
a precision spring-action timer. 

It is equipped with bakelite handle 
and feet and standard electric cord. 

The unit has a fair traded price of. 
$21.95, including Federal excise tax. 


Accessories In New Range 
Line Fit All 13 Models 


GARDNER, Mass.—A new line of 

Florence electric ranges that will 
include 13 models has been an- 
nounced by C. F. Lucas, vice presi- 
dent in charge of sales, Florence 
Stove Co. here. 
' “Starting with the apartment size, 
which retails for approximately $159, 
and three other basic models, we 
have created a 13-range line by de- 
veloping backguard accessories carry- 
ing various automatic features,” 
Lucas declared. 

“These accessories can be used on 
all full-size models including the new 
promotional model 134, which is 
tagged to retail for less than $200. 
We believe . it possible for a 
dealer to display any one of the 13 
ranges by stocking the basic models 
and the necessary backguard acces- 
sories.” 

The new Florence line features 
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B & G CENTRIFUGAL PUMPS 
These pumps will satisfy your closest 
appraisal. Made in a wide range of 
capacities with open and enclosed 
impellers. Illustrated are Series 1522 
and 1531 Pumps, featuring a Me- 
chanical Seal which eliminates stuf- 
fing box drip. Write for engineering 
data—you'll appreciate the outstand- 
ing design and sturdy construction 
of B & G Centrifugal Pumps. 
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Even casual examination will reveal why B & G Refrigeration 
Equipment is meeting the approval of the most critical engineers 
and operating men. Here’s new and better design—sound con- 
struction— painstaking workmanship—all combined in units of 
peak efficiency and long-lived dependability. 


Tube sheets, for example, are serrated—assuring leak-proof op- 
eration. The ingenious design of B & G Evaporators permits unin- 
terrupted vapor and oil flow—prevents oil-trapping in the head 
passes. Many other refinements reflect the skill developed in over 
a quarter of a century in building fine heat transfer equipment. 


B & G Refrigeration Equipment is a warranty of top perform- 


ance—use it On your next job. 


SEND FOR NEW CATALOGS 


B & G Refrigeration Equipment is de- 
scribed and illustrated in these two cata- 
logs. Complete engineering data is given, 
together with simplified selection pro- 
cedures. Your copies will be sent upon 
request. 


Hydre -Fie 


REFRIGERATION EQUIPMENT 


BELL & GOSSETT COMPANY 


Dept. RBB-47, Morton Grove, Ill. 


“REG. U. S. PAT. OFF. 


centralized controls, bake and broil 
indicator lights, 5-heat switches, 
storage compartments, and storage 
drawer. The top model in the line, 
the deluxe model 194 also has a 
warming compartment and an oven 
window and light. 

Optional equipment includes top 
light, and combination electric clock 
and timer. 


Buildice Co. Water Cooler 
_ Utilizes Baudelot System 


* * * 


CHICAGO—tThe Buildice Co., Inc., 
2610 S. Shields Ave. here, has added 


a new type of “Thermo-Reserve” 
water cooler, the “Buildicer’”’ to its 
line of refrigeration equipment. 

Of particular interest to the dairy 
industry for milk cooling operations 
is the steady, out-going water tem- 
perature from start to finish of run. 
This is due to the high velocity 
“Verti-Flo” water slinger which 
causes not only a baudelot effect of 
water flow over ice but also impinges 
the water against the ice at approxi- 
mately 4,500 ft. velocity or 900 Ibs. 
pressure, company Officials claim. 

After ice is melted and coil is 
exposed a very high rate of heat 
transfer is still maintained due to 
baudelot and water spray over coil. 

The units are capable of handling 
a large quantity of re-circulated 
water due to the design of the water 
slinger and unit proper. 

The Buildicer is designed for easy 
cleaning and is constructed to meet 
all health department standards. The 
unit can be flushed and _ sterilized 
with a minimum of effort. It is com- 
pletely self-contained. The tanks and 
cover are all welded construction and 
insulated with waterproof insulation. 


Ice-O-Magic Unit Makes 
650 Lbs. of Cubes Daily 


MINNEAPOLIS—American Ice-O- 
Magic Corp., 2836 Colfax Ave. South 
here, is making plans to begin dis- 
tribution of its new automatic ma- 
chine for making water-washed ice 
cubes. 

Designed by L. D. Hoffman of the 


company, the machine makes a cube 
‘that is cylindrical in shape and which 
weighs approximately 1% ounces. 
The claims of “absolute purity” is 
made for the cubes, on the basis that 
they do not come into contact with 
any materials other than the stain- 
less steel, copper, or nickel of the 
machine, and they are automatically 
washed. 

It is claimed that the machine will 
produce approximately 650 lbs. of ice 
per day. The unit looks much like 
a chest-type frozen food merchandis- 
ing cabinet. It has a storage bin 
with a stainless steel liner, that has 
a capacity of. approximately 300 Ibs. 
of ice. Exterior of the cabinet is 
finished in Dulux, Flat top can be 
used as a work surface. | 

The machine, is, powered by a %- 
hp. water-cooled compressor. 


Dispenser Connects to 
Regular Ice Cream Cabinet 


aad 


COLUMBIA, Pa.—Development of 
a syrup and crushed fruit dispenser 
which will fit into two holes of a 
chest-type ice cream cabinet has 
been completed by United Sound & 
Signal Co. here, and is now being 
nationally distributed. 

Trademarked The Bob-ette syrup 
and crushed fruit dispenser, this unit 
holds two syrup jars and pumps and 
four stainless steel fruit topping con- 
tainers. It provides storage space for 
up to 6 quarts of milk. 

The Bob-ette is built of stainless 
steel and refrigeration is by conduc- 
tion from the ice cream cabinet. 
There are no physical connections. 
The unit is easily installed. 

A wide market for this device 
exists in ice cream outlets that for- 
merly could sell only bulk ice cream, 
the manufacturer declared. The unit 
will allow an ice cream retailer to 
sell sundaes and milk shakes, the 
“high-profit” items of ice cream sales. 
Field tests by the leading ice cream 
manufacturers indicate that substan- 
tial gallonage increases result from 
its use. 


The Bob-ette is distributed by 


Pennco, Inc., 201 N. Broad S&t., 
Philadelphia. 
o& 


BETTER COILS... 
am FOR BETTER COOLING 


SOMETHING NEW!! 


exterior. 


Only 33” high, with smooth operating, push back doors. Available in 4-6-8’ models 
either electric complete or for remote installation with either Blue or Stainless Steel 
The Blue Bird incorporates every bit of engineering skill and careful 
construction that has given La Crosse Equipment nationwide acceptance. 


OTHER POPULAR ITEMS FROM LA CROSSE: 
ICE CUBE MAKER - WALK IN COOLER - GLASS CHILLER 


LA CROSSE COOLER CO. 


2809-17 Losey Bivd. So., La Crosse, Wisconsin 


LA CROSSE 


“BLUE BIRD” 
COOLER 


Yes, another addition to the Complete 
Line of La Crosse, The Leader. The 
“Blue Bird’ has been especially de- 
signed for restaurant bars, food 
counters and other industry wide uses. 


Cable address: Eximport 


Export Representatives: Melvin Pine & Co. 
80 Broad St., New York 4, New York 
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AIR CONDITIONING & REFRIGERATION NEWS, JULY 18, 1949 


What's New (Con’) 


Interchanging Sections Boosts Club Bar Capacity 


Small Arc Welder Desigied 
For Refrigerator Repair 


covered. copper windings. It is ap- 
proved by Underwriters’ Labora- 
tories and is simple and safe to use. 
It operates off the standard 110-volt 
light circuit fused for 30 amperes, 
and weighs approximately 50 pounds. 
It can be carried by its handle, 
plugged into the nearest light socket 
and used wherever it is needed. 
The Lincwelder 60 is sold complete 
with 6-ft. insulated cord and stand- 
ard plug for conventional 110-volt 
light socket, protective welding head 
shield and lens, electrode holder and 
9-ft. cable, ground cable, a supply of 


ae G r\, = electrode and brazing rod. Price com- a - 
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The Lincoln Electric Co. here. contact, swaged connection, silfos . 


of a new motor-operated fan devel- 
oped for attaching to any Weston 
relative humidity indicator, it is 
claimed by Weston Electrical Instru- 
ment Corp., 617 Frelinghuysen Ave. 
here. 

The small fan, powered by dry 


cells, will move air over the indica- 


tor’s wick in sufficient volume to 
permit obtaining stable readings 
within 30 seconds. This makes pos- 
sible complete analysis of humidity 
conditions in, for example, a textile 
mill, particularly in and around the 
machinery while it is operating, thus 
enabling the adjustment of the 
humidifiers and air conditioning 
equipment for best results, according 
to the company. 

No calculations are required, as 
readings are immediately obtained on 
the instrument’s simplified slide rule. 


Weston relative humidity indica- 
tors are now available with or with- 
out the auxiliary fan, or the aux- 
iliary fan can be purchased sepa- 
rately. 


new Color Trim on DeLuxe 


GG AcBEN-HUR Zc 


--- in home freezer selling! 


~ 


The preference accorded Imperial Charg- 

ing and Testing Units is a fine tribute 

| to the quality and leadership that is 
so typical of Imperial Products for the 

| refrigeration field. Ask for Catalog No. 
80-A covering the complete line. 


RYAN 


IMPERIAL DOUBLE GAUGE 
CHARGING and TESTING UNIT 


An excellent general purpose unit for charging high or low side; 
purging; charging oil in low side; testing low side for leaks; 
setting low side controls; setting expansion valves, etc. Has 0 to 
300 Ib. pressure gauge and 30” to 60 lb. compound gauge. 


No. 300-C with 2” auge...........cccssccsseeererceeeseeeeeeeeeees $5.55 
No. BOTKC with 214” Bauges.........ccccsscccescrreeeeseereceeeseenees 6.05 
No. 302-C unit less gauges 


IMPERIAL HI-LO 
CHARGING and TESTING UNIT 


This entirely new type of charging and testing unit makes a great 
hit with refrigeration men everywhere because it combines all the 
advantages of a double gauge unit with the lightness, compact- 
ness, and ease of handling of a single gauge unit. A single master 


control handle operates the double acting valve. Permits reading 
pressure on high or low side with a single gauge. See illustration. 


make your next charging and testing unit 


2” 1MMPERIAL 


THE SYSTEM, |"¥ 

THIS GAUGE 
MAY BE USED 
AT WILL FOR 


, Skpenckeeee tee sal i a The “Lincwelder 60” is designed welded construction, and staggered 
fee iam for use in body repair shops, radio, tubing. Write for complete details. 
PUNXSUTAWNEY, Pa.—A club faucet tip to the end of the rod and refrigerator repair shops, motor re- a ae iginal C Fi 
bar with interchangeable draft and even this small amount is kept at pair shops, and for use by plumbers, Coll a= Mumi-Tomp Galte =m Beananative 
bottle compartments to give the ca- correct serving temperature and will millrights, heating, electrical, and and Air Cooled Condensers — Air 
pacity desired as business demands not absorb foreign odors and tastes. sheet metal contractors. caames tier p B  Ryeay eg 
vary, has been introduced by the A Koroseal rod-to-faucet connector With a maximum output of 60 Plate Coils — Heat Exchangers. 
Punxsutawney Co. here. and air hose is used. amperes, the Lincwelder 60 can be 
Called the ‘“Beverage-Air” club bar, Removable drain pans facilitate used for a variety of light gauge 
the unit is made in two sizes in both the handling of all kegs and the metal working jobs, as well as for 
remote and_ self-contained design. tapping of spare kegs in the cabinet. joining heavier material such as 
The larger unit, labeled the model To tap a spare keg it is only neces-_ strap, pipe tubing, angle, and other 
E94-7 or E94-S, has a capacity of sary to remove the lid directly over shapes. The unit may also be used 
two halves and 20 cases of 12-0z. the keg. for cutting metals, soldering and 
bottles, three halves and 12 cases, or The Beverage-Air club bar is con- making wire connections, brazing, " F ® COMFO RT 
four halves and five cases. structed of heavy-gauge aluminum heating for bending and, with a small BOSTON—The Frost-a-Way auto- 
The smaller, designated the model and stainless steel. Optional equip-_ rectifier, for battery charging. matic defroster for household refrig- @) 
E63-7 or E63-S, has a capacity of ment includes a Formica bar top that For repairs and fabricating in sheet erators is being distributed by John | 
two halves on tap and one spare or is 1% in. thick, 14 in. in width, and metal it offers a method of welding, B. Crawford, Inc. here. | ise 
two halves and eight cases. runs the length of the bar. When soldering, and brazing that is faster, The device, using an automatically 
Another feature of the Beverage- mounted on the bar, the top has a easier and better than conventional timed motor, was developed by Van- No ducts required 
Air club bar is that the draw stations 6-in. overhang on the side of the methods. Arc welding reduces distor-  satt, Inc., Florence, Mass., develop- =—= " 
are located at each end of the cabi- customer. tion difficulties in welding metal as ment engineering firm. It measures 360° cireviation cork 
net permitting several people to work The bar is also equipped with 50 thin as 20 gauge and reduces the 3 x 5 x 2 in. and can be set and Built-in pump Model 100 C.C. 
from the one cabinet at the same _ ft. of %-in. water coil tubing, brazed cost of such work to a fraction of the plugged in by the user, it is claimed. Ripple Green 0? BES, de. ot 
time. The bottle compartments are into a flat coil to save space, the cost with other methods. The Frost-a-Way has approval of or White Write Por Catahog 
located in the center of the unit. company said. For customers using The Lincwelder 60 is industrially Underwriters’ Laboratories, Inc., and MERCHANT & EVAN 
The company claims that less than large amounts of cold water, two designed and made with electrical Macy’s Bureau of Standards, it is S CO. 
2 oz. of beverage is held from the coils are available. steel, mica insulation and glass _ stated. PHILADELPHIA 46, PA. 
spas eles cimpasacielceneaSE Re o 
e © e fe © 
Attached Fan Permits Quick Humidity Readings 
NEWARK, N. J.— Accurate hu- © ’ 
midity readings can now be obtained e — 
quickly in factories, shops, rooms, 
and even small, confined spaces near, F 0 r F rt | AY f e& ig tA FE i | AY a e r S$ ep r Al a | ni g 
4 or in operating machinery, by means 
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REFRIGERANT 
1S FREE TO 
BY-PASS FROM 
HIGH TO LOW 
SIDE. 


: | MASTER CONTROL 
HANDLE. POINTER 
+] ON THIS HANDLE 
+ | INDICATES WHICH 


AUXILIARY NEEDLE 
VALVE CONTROLS 
CHARGING AND 
PURGING PORT. 


+ | PORT IS OPEN AND 


No. 504-C has 214” compound gauge, 30” to 50 Ibs., retard 
I pe i eceesicnsintitsa:tnsiniyiniasoenicipensnietiiceeiieclesinniaptcenhnacisceiatieiiilainald $8.95 


" | GAUGE READING IS 
OBTAINED. 


BEN-HUR ~“ 
cs f 


farm and home freezers 


IMPERIAL SERVICE VALVE KIT 


TO ON Ba New 12.5 Cubic Foot F 
Caaraneed ; Ben-Hur. No other | FOR HERMETIC UNITS rs 
Sy ae Freezer offers so : a ; Nee : J P . D st 

Scores much in sheer color- =| This improved service valve kit is a favorite with refrigeration os 

Beauty! men. Note that new parts have been added, and kit is now 
; - equipped to take care of an increased number of hermetically 

colorsnim "Kon perk think. “BEN: HUR C sealed units including new models. Takes new Frigidaire. 

E "* was the most important new feature i i 

in freezers today! Small wonder! Now for the BLUE”’ is sparking thousands of freezer sales Furnished in sturdy, metal case arranged so that valve, wheel , e 

FIRST time the , ae has _ color joes ved tone i: sales 0 are Ta vg | by a quick handle and gauge are kept completely assembled, ready for use. 

in a major appliance that inspires complete chec t i t that Sh 

color hacpeny fa kitchen cabinets, walls, ter make BEN.Ht R today's "ep wiles i Includes 10 adapters, 6 wrenches, 5 gaskets, plug, set screw and as 

niture and even floor linoleum, or adds wel- freezers. instruction chart s ye 
come brightness to utility room. CASH IN now on the nation-wide enthusiasm t . 4” ~ Ne 

No wonder the beautiful new DeLuxe BEN- for new ‘‘BEN-HUR BLUE” and the complete No. 189-F Service Valve Kit has 2/2” compound gauge, 30 

HUR Farm and Home Freezers win instant line of BEN-HUR Farm and Home Freezers. OD DB Tie, GURNEE 0 BBD De iivvcccce cece cvevcesccesscesssesorvevsssetainn $16.00 

attention in Home Shows and on dealers’ dis- | There's a model forevery family. Write today for : . . 

play floors everywhere! New ‘‘BEN-HUR _ selling plans—for a Profitable BEN-HUR YEAR. No. 182-F Service Valve Kit without gauge................. 11.95 

4 

BEN-HUR MFG. co., Dept. AC, 634 East Keefe Avenue., Milwaukee 12, Wisconsin SEE YOUR JOBBER “4 
EW- HR FARM ond HOME FREEZERS= THE IMPERIAL BRASS MFG. COMPANY GS 
—— 534 S$. RACINE AVE., CHICAGO 7, ILL. Bas 
HEALTHFUL LIVING THROUGH FROZEN FOODS Fittings @ Valves @ Driers @ Filters @ Floats @ Charging Lines @ Tools for Cutting, Flaring, Bending, Pinch-off, Swedging 3 
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Collection Stickers on Bills to Overdue 
Accounts Bring Payments, Goodwill 


SPRINGFIELD, Ill. — With major 
appliance purchasing converted al- 
most 100% to time-payment methods, 
as opposed to the all-cash business 
of a few years ago, it is necessary 
for the appliance retailer to give a 
lot of attention to statement-collec- 
tion methods, according to A. Dirk- 
sen, head of A. Dirksen & Sons, ap- 
pliance dealer here. 

The Dirksen organization handles 
all of its own appliance time-pay- 
ment sales contracts, and has been 
incredibly successful in keeping col- 
lections up-to-date. The reason, ac- 
cording to Dirksen, is the. use of 
“collection stickers’ which the com- 
pany attaches to statements sent to 
delinquent accounts, instead of the 
usual “threatening letter” or caustic 
warnings. 

“Collecting overdue accounts is a 
matter which must be handled with 
extreme care,’’ Dirksen indicated. “If 
the store does nothing about it, the 
customer will continue to let the | 


Another states “Is there any ques- 
tion regarding the correctness of 
this? If not, please mail your check, 
or let us know why payment is be- 
ing withheld.” Most urgent, the final 
sticker reads “Our last request—May 
we ask that you please send payment 
promptly.” 

In several years of using the col- 
lection stickers, the Springfield firm 
has never lost a time-payment cus- 
tomer, according to Dirksen. 

“Usually we find that the use of a 
single sticker is sufficient to bring 
in the payment, or at best, never 
more than two or three,” he further 
commented. 

The varying degrees of urgency 
through the choice of eight stickers 
makes it possible to select one which 
fits almost every case—and the gen- 
eral hints and reminders involved are 
far more effective than personal, in- 
dividual letters, the result of which 
is usually only irritating to the cus- 
tomer. 


I-H Sales of Refrigerators, 
Freezers Up for Six Mos. 


CHICAGO—Sales of household re- 
frigerators and home freezers by 
International Harvester Co. in the 
first half of the fiscal year were well 
above those in the corresponding 
period a year ago, it has been re- 
ported. 

Harvester announced the sharp in- 
crease in reporting an 11% gain in 
company-wide sales during the six 
months ended April 30, compared 
with the same period of last year. 
Sales of refrigeration equipment ac- 
count for 3% of the total company 
sales. 

Earnings in the first half equaled 
$2.72 a common share, compared 
with $2.02 in the corresponding period 
a year ago. 


Roanoke Electric Opens 


ROANOKE, Va.—Roanoke Electric 
Co., featuring a complete line of 
Hotpoint appliances, has formally 
opened at 127 East Campbell Ave. 
here. 


G-E To Award Kitchen, 


Laundry as Prize in 
American Legion Contest 


BRIDGEPORT, Conn.—A _ huge 
nationwide promotion which will 
culminate in August with the award 
of a complete kitchen and laundry 
has been launched by the General 
Electric Co. in cooperating with 
American Legion National Conven- 
tion Corp. 

The G-E kitchen, complete with 
television receiver, and fully auto- 
matic laundry will be awarded to the 
American Legion’s national conven- 
tion in Philadelphia to a woman 
who is either a member of the or- 
ganization or a relative of a Legion- 
naire. 

The prize, which will be designed 
and decorated expressly. for the 
winner’s home by American Home 
magazine, is being donated by the 
J. J. Seagram Post. 

To win it, a woman need only fill 
out a special coupon (or facsimile) 
cut from an advertisement in the 
July issue of the American Legion 


magazine or available at _ state 
American Legion conventions or local 
posts, or General Electric retail 
stores. ‘ 

Entries must be received in Phila- 
delphia by midnight, Aug. 27. The 
drawing will be made two days later. 

Four Ford convertibles will be 
awarded on the same basis and at the 
same time to Legion members only. 

The promotion leading up to the 
drawings broke this month with the 
distribution of three-color posters to 
Legion posts and headquarters of the 
state conventions. 

Plans call for the display at the 
state conventions of miniature models 
of the kitchen and laundry shown 
in the advertisement and posters. 
Also being planned is an exhibit of 
a full-scale, operating kitchen and 
laundry in front of Philadelphia City 
Hall. 


F. L. Jacobs Reports Net Loss 


DETROIT—A net loss of $378,870 
for the nine months ending April 30 
was reported here by the F. L. Jacobs 
Co. The firm made a net profit of 
$827,746, equal to $1.12 per share 
in the same period last year. 


bill slide. 

“If, on the other hand, he is 
written sharp, reprimanding letters, 
his ire will be invoked, and though 
he may pay up the bill, he will 
transfer his future buying elsewhere. 
Our stickers, we feel, are somewhere 
in the balance between the two ex- 
tremes, and not only collect our ac- 
counts, but retail goodwill of the 
customer.” 

Eight varieties of stickers, small, 
brightly-colored varieties, have been 
designed by A. Dirksen & Sons for 
collection purposes. These are merely 
attached to the statement where the 
recipient will not fail to notice it, 
and may be easily detached if the 
customer wants to keep the bill on 
hand for later payment. 

Typical stickers are lettered “We 
invite attention to your account. 
Please mail check today.” Another 
reads “Your signed agreement for 
payments at regular intervals—please 
let us have your remittance.” 

Others are lettered “Pay your bill 
today so that your credit will be 
good tomorrow,” as well as “This 
means is taken to secure prompt at- 
tention and to maintain goodwill.” 

The above stickers are used where 
the account is only “mildly delin- 
quent.” Where bills remain overdue 
for months, slightly stronger termi- 
nology is used, such as a sticker 
reading “We are required to report 
all past due accounts to our local 
credit bureau. An early payment pro- 


Spot-Check Proves It 


Dealer Favors Done During ‘Hard-To-Get’ 
Years Won't Always Bring Customer Back 


By John O. Sweet and George M. Hanning 


Did you have any reason for not 
buying here? 
No. Nobody asked me to buy here. 
Didn’t you feel obligated to buy 
here after we let you have your re- 
frigerator when you needed it? 
No. I paid for it, didn’t I? 
“That,” Carden declared, “is con- 


Oe ee ee eo Lae oe. 


NASHVILLE, Tenn. — Appliance 
prospect lists aren’t worth anything 
unless the prospect can be followed 
up immediately, Marvin Carden, ap- 
pliance department buyer for The 
Harvey Co. here declared recently. 

Customers, even though they have 
purchased in a store in the past, will 
not. come back unless they are re- 
lentlessly followed up by the sales- 
man, he believes. 

Though he knew this from his ex- 
perience as an appliance salesman 
in pre-war days, he decided on a 
recent afternoon to prove that it 
still holds true today. 

Spotting a lady in his department 
to whom he had “sold” a refrigera- 
tor back in 1947, he approached her 
and 
“Ma’am, I’d like to ask you a few 


questions. I want you to promise to 
answer them frankly and not get 
mad.” 

The woman, her curiosity aroused, 
agreed. The conversation then went 
something like this: 

You remember when we let you 
have your refrigerator back in 1947? 
(The question was_ deliberately 
phrased this way to put a sense of 
obligation on the customer, Carden 
said.) 

Yes, I remember. 

Have you bought any appliances 
since? 

Yes. I bought an automatic washer, 
a water heater, a mixer, and a few 
other things. 

Did you buy any of them in this 
store? 

No. 


vincing proof to me that prospects 
are no good unless they are followed 
up immediately. That woman prob- 
‘ably would have made all her pur- 
chases here if someone had simply 
asked her to buy. 

“Salesmen today are afraid to 
follow up a prospect. When one 
comes into the store and looks in- 
terested in an appliance, the sales- 
man takes her word that she will 
come back tomorrow. He can think 
of a million excuses for not going 
out to see her. 

“But she won’t always come back 
tomorrow. She might drop into an- 
other store and the salesman there 
may take more initiative in following 
her up. 

“When the prospect walks out the 
‘door, the salesman should plan on 
seeing that woman in her home that 
night. No later anyway than the next 
day. ' 

“Today’s salesmen, however, won’t 
learn to do that. They would rather 
wait for her to come back. She might 


tects your interest.” 
get mad if they show up at her 
house so soon after she leaves the 


store!” 


O SELL YOUR SALESMEN 
ON SELLING 


selling Salesmanship to salesmen. And he’s done 
it magnificently! Pursuing his successful formula 
which has made his “One Foot in the Door” and 
“The Marshal’s Baton” best-sellers in the business- 
book field, Author Taubeneck has illustrated each 
of his major points with humorous anecdotes— 
thus making them easy to remember. 


“It's a Great Life” is not only breezy and 


Independent Retailer Sales Up 
But Fail To Reach ’48 Volume 


WASHINGTON, D. C.—Independ- 
ent retail household appliance dealers 
reported that May sales were 10% 
above those of April, the U. S. 
Bureau of the Census declared re- 
cently. 

As compared with last year, how- 
ever, their May sales were down 3%. 
Sales for the first five months of 
1949 were running 11% behind the 
same period last year. 


Dorby Drops Cooker Price $7 


CHICAGO—The Dorby Co., in the 
Merchandise Mart, here has an- 
nounced that effective July 11, the 
Dorby Infra-red cooker, originally 
: manufactured to sell at $41.95, will 

retail for $34.95, a reduction of $7.00, 
or more than 16% per unit. This 
retail price of $34.95 includes Federal 
excise taxes. 


You’re building what looks like a good sales 
force—young men and veterans—who are presum- 
ably ambitious, confident. 


How long will they stay that way? Do they 
know what selling is all about? 


You probably agree with Mr. Taubeneck—it is a 
great life. But can you infuse your salesmen with 
a real enthusiasm for selling? Can you give them humorous, but it has been written with painstak- 


a tangible goal? Most important, can you get ing simplicity. All its original ideas are “spelled 
them to sell, sell, sell and work, work, work when out” carefully in “man in the street” language. 
the going gets tough? Give each of your salesmen copies of “It’s a 
Great Life” to read and to own—and watch the 
improvement in his whole outlook on life. Tell 
your friends about it. Read it yourself. It will 
give you confidence in the possibilities of your 
business (and maybe you'll find a few new ideas 
in it which will help you run your business 
better). 


Every sales manager, every dealer and distribu- 
tor, and every manager or owner of a business 
enterprise should see to it that every one of his 
employes has a copy of “It’s a Great Life” 
for his very own. Experienced salesmen 

will read it for its laughs, and perhaps 

to rejuvenate their own confidence in 
their profession. Neophytes will know, 
after they’ve read it, that their choice of 
a career has been right. And every one 
who studies it, we feel confident, will pick 
up enough new ideas to repay the original 
cost ($2.50) a hundred times over. 


Can you re-inspire and re-teach your older 
“salesmen” who have been doing everything 
BUT sell for the past eight years? 


No doubt you can, if you work hard enough at 
it. But this delightful new book makes that job 
easy—takes a load off your ‘shoulders. 


You already know how to sell—but do they? 
Have you told them how and why and what and 
where—in detail, patiently? Chances are you 
haven’t the time to do this job properly. Next 
best thing is to give them a copy of “It’s a 
Great Life.” Let the author show them how they 

can have fun while building their personal careers 

(and your business! ). 


Dozens of books have been written on salesman- 
ship, but they've been written by the wrong 
people. Publication of “It’s a Great Life” marks 
the first time that an entertaining writer—who is 
also a salesman himself—has tackled the job of 
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Air Conditioning 


UNITS 


Yes It's: & Great Eafe” at $2.50 each. 


Backed by a program 
of Salestraining, 
National Advertising, 
Dealer Aids. 


svi Enclosed ] Please Bill Me a 


Name 


Address 


l'4 to 10-ton units 


TYPHOON Air Conditioning Co., Inc. 
794 Union St. ¢ Brooklyn 15, N. Y. 


CORJURE HOUS! WEST ROUT STREET, DETRONT 26 “MICHIGAN Sg Cm. sci 
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Refrigeration Problems 


and their Solution 


by Paul Reed 
For Service and Installation Engineers 


Hot Weather 
Hints (3) 


There are two main reasons why 
refrigeration equipment gets such a 
hard work-out in hot weather. 


LOAD IS UP 


1. The load on the equipment is 
much heavier than in the winter. It 
is not unéommon for the load to be 
several times as much in hot weather 
as in cold weather. 

The “heat-leakage”’ load i.e. the 
heat that “leaks” through the walls 
of the cabinet is greater. As a matter 
of fact, this heat leakage load is in 
direct proportion to the temperature- 
difference between the inside of the 
cabinet and the outside of the cabi- 
net. If the inside of the cabinet is 
held at 40° and the outside tempera- 
ture is increased from 70° to 100°, 
the heat leakage load doubles, for 
the temperature-difference has dou- 
bled, that is, from 30° to 60°. 

The product load also becomes 
greater. The food is usually warmer 
when it is: put in. In hot weather, 
cooled foods are apt to be preferred 
to hot ones, more ice cubes are used, 
drinking water,.and. cold,,,beverages, 
are in greater demand. yg) 

Moreover, the service or usage 
load is also greater. The refrigera- 
tor .doors are likely to be opened 
more often and hotter air is let in 
while the doors are open. 

So, in the hot weather, the refrig- 
eration equipment has to. remove 
more heat from the cabinet than in 
cool or cold weather, and has to run 
more hours out of the 24 in order 
to remove this additional heat. 


MACHINE CAPACITY IS DOWN 

2. The condensing unit, especially 
if it is an air-cooled one, has less 
capacity in hot weather than in cold 
weather. 

The compressor can pump more 
gas if the discharge (condensing) 
pressure is low than if it is high. 
A high discharge pressure increases 
the amount of gas left in the cylinder 


at the top of the stroke of the piston; 
there is more gas, and at a higher 
pressure, left in the cylinder to re- 
expand on the downward stroke, and 
this thereby reduces the amount of 
gas let into the cylinder from the 
suction line. 

Ideally, the discharge valves should 
close the instant that the piston 
starts back down, and thus trap the 
gas that has been pushed. over from 
the cylinder to the condenser. 

In actual compressor operation this 
is not quite true, for the discharge 
valves do not close instantly. So while 
they are partially open as the pis- 
ton starts downward, some of the 
hot, high-pressure gas from the con- 
denser slips back into the cylinder, 
and this increases the re-expansion 
gas in the cylinder. 


LOAD UP; CAPACITY DOWN 


Thus, right at the time (in hot 
weather) when the load on the re- 
frigerating machine is greater, and 
more capacity of the machine is 
needed, its capacity and efficiency 
became less, due to the increase in 
condensing temperature. So even if 
the load had not increased, the ma- 
chine would have had. to run more 
hours out of the 24, because its ca- 
pacity is less, right at the time when 
is should be greater in order to 
handle the increasing load. 

Sometimes we can do things to 
hold down the increase in load, 
tighten door hardware, replace worn 
or loose door-gaskets, use more care 
in putting hot food into the refrig- 
erator, reduce unnecessary opening 
of refrigerator doors, keep direct 
heat rays from the sun or a hot stove 
off the cabinet, arrange for good 
circulation of air around the cabinet, 
and otherwise reduce the amount of 
heat load on the refrigerating ma- 
chine. 

But on the whole, we have to ex- 
pect and accept a heavier heat load 
on the system in hot weather than 
in cool or cold weather, and there 
isn’t very much we can do about it. 

But we can do something about 
preventing or at least holding to a 
minimum, the loss of capacity of the 
condensing unit. 


a 
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10 A.M. Just before Thawzone is 
added. Specks are moisture. 


You can get rid of moisture quickly with Thawzone. 
Thawzone reaches the moisture sooner. 
It’s free to travel right to the source of trouble. 


Thawzone circulates through all the refrigerant at the same time. 


10:03 A.M. 3 minutes after Thawzone 
is added it reaches ALL the moisture. 


Because it’s liquid, 
Thawzone isn’t fixed in one place. 


Besides | 


quicker action, that means no moisture is missed. Thawzone reaches the liquid 


And, instead of holding 


line, the suction line, the receiver, the compressor. 
. for good. 


water, Thawzone destroys it . . 


“Freon,” 
system. 


Use Thawzone in any 
methyl chloride or “Carrene” 


of refrigerant. 
units. Your wholesaler has it. 


HIGHSIDE CHEMICALS COMPANY 
COLFAX AVENUE, CLIFTON, N. J. 


FEE? 


isobutane, 
Just add 
1 teaspoonful (44 oz.) Thawzone for each pound 
Use half as much in hermetic 


| 
| 


Paul Reed 


KEEP SUCTION PRESSURE UP; 
HEAD PRESSURE DOWN 


To get the most out of a refrigera- 
tion system and more particularly, 
the compressor, it is a cardinal rule 
to “keep the suction pressure up and 
the head pressure down.” We have 
described ways to keep the suction 
pressure up, now let us study how 
to keep the head pressure down. 

If it is a water-cooled condensing 
unit, equipped as is usually the case, 
with a water-control valve actuated 
by condensing pressure, there will 
ordinarily be less decrease in its ca- 
pacity in the summer than if it were 
an air-cooled condensing unit. 

As the load on the condensing unit 
goes up, the tendency would be for 
the condensing pressure to rise, for 
the condenser has more heat to get 
rid of and its tendency is to raise 
the condensing’ pressure so as to pro- 
vide a greater temperature difference 
between the cooling water and the 
refrigerant and’ thus increase the 
capacity of the condenser. 


CONSTANT HEAD PRESSURE 


However, the water control valve 
is regulated by condensing pressure 
and its purpose is to maintain a 
constant condensing pressure. A rise 
in condensing pressure causes the 
water-control valve to open a bit 
more and let more water into the 
condenser in order to maintain the 
former condensing pressure. 

Thus, the increased flow of water 
absorbs the added load, so the con- 
densing pressure remains the same. 
Increased water flow means more 
water used, and added cost of opera- 
tion, but it is money well spent if the 
condensing unit is rather heavily 
loaded. 

Without this added water flow, the 
increased load in the summer would 
cause the condensing pressure to rise, 
and this might so reduce the capacity 


that, along with increased load, it. 


might result in continuous operation 
and/or inability of the machine to 
maintain temperatures on jobs on 
which the condensing unit was barely 
big enough under normal conditions. 


WARMER WATER SUPPLY 


But as a rule, the available con- 
densing water is warmer in the sum- 
mer than in the winter, so more 
will be used even if the load does 
not increase in the summer, which 
it usually does, however. 

Usually, there isn’t much that we 
can do about the temperature of the 
water. It comes from the city mains 
or a private well and the tempera- 
ture of those sources are not within 
our control. 

But sometimes, there are condi- 
tions affecting the temperature of 
the supply water that we can con- 


trol. The water line from which we 
are getting the water for the con- 
denser, may be run close to the sur- 
face of the ground for a long way, 
and the water becomes heated. In 
such cases, perhaps it is possible to 
connect to some other line. 

The water line may run near a 
boiler or other heating device and 
the water becomes much warmer. 
Such a water line may be re-run and 
re-routed. 

If no reasonably cool water is 
available, then an evaporative con- 
denser should be considered. They 
are available in even the smaller 
sizes and can very well pay for 
themselves in a year or so, not only 
in water savings (about 90% sav- 
ings of water used), but also in 
savings of electric current. 

Condensing temperatures using an 
evaporative condenser can be kept 
to a few degrees above the wet-bulb 
temperature. There are very few 
places in the United States or Cana- 
da where the design wet-bulb tem- 
perature is as much as 80°, and 
there are many places when city 
water temperatures go 90° or higher 
in summer. 

A reduction of 15° in the condens- 
ing temperature of a condensing unit 
will ordinarily result in an increase 
of 10% in the capacity of the unit. 
So if by using an evaporative con- 
denser, the capacity of the machine 
can be increased in the summer by 
10%, and the reduction of running 
time can affect a district saving in 
the cost of electric current. 


RESTRICTED WATER FLOW 


Water-cooled condensers can get 
“dirty” or partially stopped, so that 
even with the water-control valve 
wide open, there is not enough water 
passing through to hold the condens- 


ing temperature and pressure down ° 


to normal. Sediment, mineral in- 
crustations, etc., not only restrict 
water flow, but they also reduce 
the heat transfer rate from the hot 
gas to the water. 

Check the water coming from the 
condenser. If it is much above 100° 
it is too hot. Perhaps the water tubes 
in the condenser are partially stopped 
with scale, rust, or sediment or 
mineral deposits. 

If the condenser is the cleanable 
type (as most shell-and-tube type 
condensers are) take the end plates 
off and “rod’”’ them out, or the con- 
densers can be chemically cleaned. 

Stoppage may not be in the con- 
denser, or at least not in the con- 
denser alone. The supply line may 
be restricted by rust, scale, or miner- 
al deposit. If soft copper tubing has ® 
been used to connect from the water 
line to the condenser or from the 
condenser to the drain, it may be 
kinked or partially flattened. 

The water-control valve itself may 
be partially stopped, its regulating 
mechanism may not be operating 
properly, or it is incorrectly adjusted. 
Also, check to see that the gas line 
from the condenser to the water- 
control valve is not restricted or par- 
tially stopped by foreign matter. 

Most valves have a small restrictor 
hole in their inlet fitting to reduce 
the pulsating effect of the pistons of 
the compressor. This is a very small 
hole—often as small as twenty-five 
thousandths of an inch (.025), and 


TERRITORIES OPEN 
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AMERICAN COILS COMPANY, 360 THOMAS ST., NEWARK 5, WN. J: 


this can be stopped by a very small 
piece of scale, etc. 


LOW PRESSURE 


The water pressure may be low, 
and -there is not enough pressure to 
put enough water through the con- 
denser. The effect of low water pres- 
sure will be a good deal the same 
as if the water tubes in the condenser 
are restricted, or if the water supply 
line is partially stopped. Some water 
valves will not work on low water 
pressure. 

Low water pressure may be the 
water company’s fault due to inade- 
quate pumping equipment and/or 
overloaded water mains. 

Low water pressure can also be 
caused by inadequately sized water 
lines on the users premises; or the 
water usage may be excessive. It is 
much like low voltage; it may be 
that the user has outgrown his water 
lines and has overloaded his whole 
water system, or perhaps only one 
branch line is overloaded. 


VENTILATION FOR 
WATER-COOLED UNITS 


It should be remembered, too, that 
even a water-cooled condensing unit 
must have some air. circulation 
around it. The water passing through 
the water-cooled condenser carries 
away most of the heat, but there is 
some heat radiated to the air by the 
condenser itself, the compressor and 
a good deal by the motor. This may 
amount to as much as 10 or 15% 
of the heat carried away by the con- 
densing water. 

It takes some air circulation to 
carry away this heat. In_ restricted 
machine compartments of self-con- 
tained equipment using water-cooled 
condensing units, such as_ store- 
coolers, it is sometimes .necessary 
to provide a finned coil with water 
passing through it to carry away 
the heat from the motor, condenser, 
and compressor and thus keep the 
machine compartment from getting 
excessively warm. 

Next we will study ways to hold 
down the head pressure of an air- 
cooled unit. 

(To Be Continued) 


Acme Shows Increased Net Sales 


JACKSON, Mich.—Net sales of 
$664,455 and a net income of $854 
were reported for the quarter ended 
May 31 by Acme Industries, Inc. 

This compared with a net loss of 
$28,188 on net sales of $409,301 for 
,, the preceding quarter. 
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REFRIGERATION & AIR CONDITIONING 


UNITS * PARTS * TOOLS © SUPPLIES 


Rely on AIRO fast 
service. Save in 


pick-up time--get the 
RIGHT parts always. 


Write for catalog 49A 
on your letterhead. 


AIRO SUPPLY CO. 


2732 N. ASHLAND AVE., CHICAGO 14, ILL. 


YOUR AMCOIL MAN IS... 


to explain Amcoil’s firm 
distributor policy. 


fair inventory deal. 


to make instant shipment of i-n- 
proved, all-copper-welded Amc ail 
cooling units from a complete li:-e. 


OR D tk N 0 W and Make the Most — Amcoil St: ry 


to prove Amcoil’s new, 
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Dealers Told Prices Now ‘Stabilized’ - - 


(Concluded from Page 1, Column 5) 


materials and component parts are 
stabilized, hourly rates for labor will 
not come down and may even go up, 
and selling costs are now at the 
lowest postwar level. 

His statement that “fundamental 
adjustments will have to be made be- 
fore prices can go down any further” 
seemed to satisfy the audience. 

Hurley asserted that his company 
“has taken every cent” of the prices 
of its products that it can, “even 


some anticipated savings that haven’t 


materialized yet.” 

Ritzenthaler told the dealers busi- 
ness in the last half of 1949 “is going 
to be good in relation to what you 
do about it.” In each community, he 
emphasized, some dealer is doing an 
outstanding job. 

“If you’re not that dealer, find out 
what he’s doing and don’t be too 
proud to emulate him,” he advised. 

To support his view that business 
will be good for those dealers who do 
something about it, the Tappan 
executive told about a large Texas 
dealer who had a free home demon- 
stration plan on refrigerators ready 
to be put into action as soon as 
Regulation W _ expired. 

Ritzenthaler said the dealer pre- 
pared a list of 200 prospects who had 
refrigerators which needed replacing 
and had their credit rating checked. 
He then put refrigerators into the 
homes and had his salesmen conduct 
demonstrations. 

In the six selling days after July 1, 
the dealer sold 321 refrigerators, ac- 
cording to Ritzenthaler. The dealer’s 
objective for the month is 1,000 re- 
frigerators. 

Ritzenthaler described how another 
dealer reorganized his merchandising 
operations in order to improve cus- 
tomer relations, and Hurley dis- 
cussed 12 ways for retailers to go 
after business. These points will be 
reported in detail in a later issue 
of the NEWS. 

Alter stated that ‘‘on the whole, 
prospects for a good market this 
fall are bright indeed. I think there 
will be plenty of business for the 
hustling dealer who goes after it. 

“When I say ‘who goes after it’, 
I don’t mean just ringing doorbells. 
There are many simple things deal- 
ers could do and don’t. 


‘DEAR MRS. JONES’ 


they could write 
six letters a day, in long-hand if 
necessary—saying no more. than 
‘Dear Mrs. Jones: Maybe you know 
someone who would like a Blank 
washer like you bought from me. If 
you can tip me off, I’ll send you a 
nice present. Yours very truly, Joe 
Doakes.’ 

“The thing to watch in white 
goods, also, is overstocking for fear 
of taking markdowns—floor samples 
well displayed, plus a minimum re- 
serve stock is where to draw the 
line.” 

He predicted that television busi- 
ness and profits will be better in 
the next six months “because the 
first flush of buying is over and 
from now on aggressive selling must 
be substituted for cut-price selling.” 

Most.of Pryor’s report on the con- 
ferences between the special NARDA 
committee and manufacturers _re- 
garding dealer problems was marked 
“confidential.” The section released 
for publication said, in part: 

“A selected group of dealers was 
chosen to carry out a series of eight 
conferences with prominent manu- 
facturers and these conferences took 
place over a period from May 25 
through June 2. 

“Not only was our committee en- 
thusiastically welcomed by the 
manufacturers, but our association 
was highly and sincerely congratu- 
lated on its forward step in arrang- 
ing for these consultations. 

“The committee wanted to discuss 
with the manufacturers many of the 
more pressing problems that were 
being experienced at retail level. 
Such subjects as over-franchising, 
why is it necessary for dealers to 
handle non-profit items, and to hear 
the manufacturers’ explanations for 
justifying the reason that the re- 
tailer frequently sees poorly-engi- 
neered and manufactured items to 
sell the public. 

“We also discussed with the manu- 
facturers the costs-of-doing-business 
Survey, which when interpreted to 
them, showed the manufacturers the 
fact that our discounts generally 
were decreasing and our operating 
costs were increasing, resulting in 
an ever-diminishing net profit. 

“This in turn brought forth the 
discussion of profit margins and we 


“For instance, 


_Jr., Norfolk, Va.; 


closed with a most interesting dis- 
cussion concerning service, which 
brought out the problem of the 
dealer’s inability to secure adequate 
parts and the necessity of manufac- 
turers participating in service costs 
brought about by poorly-engineered 
merchandise that required change- 
overs in the field of the epidemic 
variety. 

“The most universal complaint that 
we received from the manufacturers 
concerned . . . the dealer’s failure 
to make prompt and complete inven- 
tory reports when requested by dis- 
tributors and manufacturers. 


(The report said manufacturers 
feel dealers can help eliminate “one 
of the worst scourges of the industry, 
that is overproduction” by correct- 
ing this ‘failure.’’) 

“It was acknowledged by the 
manufacturers that the problems of 
the retailers were the problems of 
the industry and ultimately their 
problems. The committee’s observa- 
tion is that the time and effort was 
more than well spent and were un- 
animous in their recommendation 
that such meetings become a perma- 
nent part of NARDA’s industry pro- 
gram.” 

Thus far, the committee has con- 
ferred with the following manufac- 
turers: Crosley, Frigidaire, Kelvina- 
tor, Norge, Philco, RCA, Tappan, and 
Westinghouse. 

The dealers who described their 
most profitable ideas on the promo- 
tion of appliances are Harry Price, 
William Murray, 
Paoli, Pa.; and Phil Urner, Bakers- 
field, Calif. Subsequent issues of the 
NEWS will carry detailed reports on 
these promotions. 

Mort Farr of Upper Darby, Pa., 
related ways in which he has suc- 
cessfully promoted television sales. 

The outlook in the television field 
from the manufacturer’s standpoint 
was discussed by Allan B. Mills, gen- 
eral sales manager of the RCA-Victor 
Home Instrument Department, Radio 
Corporation of America. 


SEES TV TOP SELLER 


Labelling television “the greatest 
merchandising opportunity to arise 
in our field in the last quarter-cen- 
tury,” Mills said “the gap between 
television and refrigerator sales, the 
leader in the appliance field, is be- 
ing closed rapidly. 

“Nobody familiar with television’s 
progress will do any betting that it 
may not be far ahead of every other 
major appliance in dollar volume by 
the early 1950’s at the very latest.” 


Plans of the electric industry for 
promoting the sale of electrical ap- 
pliances were outlined at a luncheon 
session by James T. Coatsworth, com- 
mercial director of Edison Electric 
Institute. 

E. Carl Sorby, vice president of 
George D. Roper Corp., representing 
the Gas Appliance Mfrs. Association, 
revealed the program of the gas in- 
dustry for promoting its appliances. 
Sorby took the stage garbed in full 
cowboy attire to dramatize the forth- 
coming “Old Stove Roundup” promo- 
tion. 

Coatsworth called the dealers’ at- 
tention to the fact that there are 
today more than 6,000,000 more resi- 
dential electric meters than there 
were in 1942 when appliance produc- 
tion ceased—6,000,000 new customers 
to sell. . 

“The potential new market for 
electrical appliances has increased 
by 23%. And further expansion of 
this new market during the next 
several years is indicated as a result 
of the expected continuance of a high 
rate of residential construction, and 
the anticipated extension of electric 
service to additional farms and rural 


New Crosley Headquarters at the Mart 


The new Crosley quarters in the Merchandise Mart, Chicago, are spacious and ultra- 


modern in design. 


During the recent Midsummer Mart part of the space provided the 


setting for the introduction to Mart visitors of the new broad line of Crosley electric ranges. 


“That fancy piece of furniture in 
this picture is a Leonard ice 
refrigerator—a super deluxe 
model of the 1880's. 


crowd stopper in the Leonard 


It was a 


‘section of the Nash-Kelvinator 
display at the Summer Mart at 
the American Furniture Mart in 
Chicago. This model was traded 
in not so long ago on a new 
Leonard electric refrigerator. 


5 Reasons Are Offered for Sales Upturn-- 


(Concluded from Page 1, Column 4) 


level. While there are some indica- 
tions that a turn for the better has 
been realized in recent weeks, there 
is some general feeling that a gradual 
decline may continue through the 
rest of the year. But Blees expounded 
a five-point theory of why there 
should be a sharp turn upwards by 
the end of the year as follows: 

(1) Excess inventories, particular- 
ly of hard-to-sell merchandise, should 
be liquidated by December. 

(2) Labor’s demands will have 
been negotiated by that time, and 
manufacturers should have some de- 
gree of certainty about labor costs. 

(3) <All the ‘fat’ should be 
squeezed out of business so that 
prices will be in line. 

(4) Christmas buying will provide 
a boost, because Christmas buying 
can’t be “postponed.” 

(5) Distribution of the $2,800,- 
000,000 veterans insurance dividend 
coming up in January should give 
business a big shot in the arm. 

It’s been impossible to get a true 
picture of retail appliance sales, 
Blees says, because of the fact that 
retail sales aren’t reported. Manu- 
facturers sales over-all have probably 
been off around 40%, because of a 
high inventory situation last fall, but 
he doubts that retail sales have been 
off half that much. 

To back that point up, both O’Brien 
and Pankow said that sales of their 
commercial-sized toasters and ranges, 
on which there hadn’t been heavy 
inventories, were running close to 
last year’s totals (this could have 


an interesting corollary in the com- 
mercial refrigeration field). 


A question from the floor brought 
up the matter of whether or not 
dealers might not need longer dis- 
counts to survive. Blees made these 
points: 

The discount picture needs study, 
and perhaps some revisions will have 
to be made. Crosley has lengthened 
its discount to distributors of tele- 
vision receivers by about 6% with- 
out raising the retail price, but is 
planning no change on refrigerator 
discounts. 

Bigger discounts won’t make up 
for bad management or poor selling 
on the part of the dealer. If dealers 
kept better books on their business 
they might be in a better position to 
bargain for higher discounts, but as 
it stands they can’t give you any ac- 
curate figures on what it takes to 
run their business and make a rea- 
sonable profit. 


The question was asked as to 
whether there was a chance for a 
trend to the use of cvlor in refrig- 
erators and ranges. The answer was 
an emphatic “no,” Blees pointing out 
that the inventory problem would 
be paramount in this matter, no 
dealer being desirous of being stuck 
with ‘an inventory of colored appli- 
ances. 


“Premature announcement of new 
devices does more harm to the ap- 
pliance market than any one thing 
that I know of,” Blees declared, in 


a discussion that came about through 
a question raised about a new item 
that had been shown in Life maga- 
zine a year ago, but which hasn’t 
been introduced commercially yet. 

“We've had some good samples of 
this type of disaster in the television 
field. Dealers are stocked up with 
inventory, and then some announce- 
ment is made that some new device 
is coming that will be much better— 
although it may be years away from 
actual introduction to the market. 

“That’s why the automobile indus- 
try has gone to such pains to keep 
their new models a complete secret 
until they are actually on the dealer’s 
showroom floor.” 

Blees said that the automobile in- 
dustry was smart in introducing new 
yearly models “that embarass you 


‘into wanting to get rid of your old 


car as the new models hit the street.’ 
In this vein, Pankow commented 

that “I wish people had to use their 

ranges on their front porch.” 


Little hope for elimination of 
Federal excise taxes on some appli- 
ances was seen by O’Brien, who is 
a member of the industry committee 
seeking changes in the excise tax 
structure. 

“It is confused, and it is discrimi- 
natory,” O’Brien said of the tax. 

Washers are excluded from the 
tax, but refrigerators are included. 
Commercial-size electric ranges are 
included, but commercial refrigera- 
tors are not taxed, O’Brien stated. 

“It’s not that we think that these 
items should be taxed, too,” he said, 
“although we believe that it might be 
fairer if all household and commercial 
appliances were taxed at a lower 
rate.” 


Some remarks by Blees about the 
present economic situation: 


“Everybody’s pessimistic about 


everybody else’s business but their 


own. 

“We've been afraid of everything 
and everybody since 1933—-what the 
politicians, labor, Hitler, might do, 
but we keep on going ahead living 
better and better. 

“We have 58 or 59 million people 
employed, and many stores in the 
past month or so have reported their 
biggest volume of business. Some 
sales records are even being set on 
the Pacific Coast, where 10% of the 
people are getting unemployment 
compensation. Don’t forget that those 
people are drawing checks, too.” 


Sanitary Refrigerator Co. has 
dropped the suggested retail list 
price of its 4-cu. ft. household elec- 
tric refrigerator from $179 to $169. 


Odin Stove Mfg. Co. of Erie, Pa., 
longtime manufacturer of gas ranges, 
introduced its new “Beautyrange” 
line of electric ranges. Top four- 
burner model in the line features all 
control switches on the backsplash, 
and a clock and light arrangement 
over the backsplash. 


New “Trianon” model electric 
range shown by Estate Stove Co. was 
distinguished by a “Grid-all” flat 
plate heating unit between the burn- 
ers on the cooking top, the “Grid- 
all” being equipped with a flush 
cover, to provide working space when 
not in use. Price of this model is 
$289.95 list. 


Newspapers carried the _ report 
that some quantities of distress mer- 
chandise in conventional washers and 
upright vacuum cleaners were being 
made available to buyers at the Mid- 
summer markets. 


| Air Cooling Aids ‘The Fashion’ 


WINTER HAVEN, Fla. — The 
Fashion on Central Ave. has com- 
pleted the installation of a Westing- 
house air conditioning plant. 


” ny 
customers. ere 


In the months ahead, however, 
“salesmanship will be imperative in 
creating the willingness to buy,” he 
asserted. 

He reported that the farm com- 
mittees of EEI are now sponsoring a 
farm electrical appliance market sur- 
vey through about 50 utility com- 
panies. This survey, he explained, 
is the forerunner of a farm sales 
promotion program of nation-wide 
scope. 

Sorby, too, urged more aggressive 
selling, stressing that as in pre-war 


years, “the best time of the day to 
ask for an order is still after 5 
o’clock.”’ Salesmen, he said, must “go 
out and see more people.” 

At the close of the meeting, it was 
announced that NARDA’s board of 
directors had signed C. C. Simpson, 
managing director, to a 10-year con- 


tract. 
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Save time and delay with the 
Type 0-91 “ALL-WEATHER” CONTROL 


The trouble-free, precision-built 
Ranco “All-Weather” Replacement 
Control is adaptable to either 
natural or forced convection units 
in walk-in coolers, display cases, 
florist boxes and similar tem- 


anco Duc. 


COLUMBUS 1, OHIO 


perature 
time, 
crease your profits on every serv- 


Ranco. 
saler today. 


fixtures. Save 
call-backs, in- 


rangé 
expensive 


job—replace it right with 
See your Ranco whole- 


World's Largest Manufacturers of 
Refrigeration Controls . . . more 
than 20,000,000 controls in use 


@ specialists in refrigeration 
@ dependability 


- @ greater customer satisfaction 


@ more Ranco controls in use 
@ less stock to carry 
@ more profit to you 
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2,465,904. ABSORPTION REFPRIGERA- and a conduit connected between the aux- 2 r er a of horizontal rows of packages to be de- 
; TION APPARATUS AND METHOD IN- iliary generator and the inlet chamber E + 9: + livered are arranged, a_ shaft co-axial 
CLUDING ABSORPTION LIQUID CON- of the main generator for flow of fluid * q aba x , with said drum and adjacent the peri- 
CENTRATION CONTROL. Lowell Mc- from the former to the latter. yj nes z Deke iff —, ae » P gf Rae Dagens 
Evansville, Ind., assign rv ———— pa ed eA e oi 
tos nnn York i. ¥. a an 2 whlace Sati ia of said rows of packages, a mounting 
Delaware Application June 10, 1944 W k f A il 5 nips ap ee member, a pair of delivery arms corres- 
Serial No. 539,620. 16 Claims. (Cl. 62—119.) ee ou pri . ase ee | ponding to each of said rows of pack- 
Week of Mar ch 2 9 2,466,159. COIN-CONTROLLED VEND- Pe le _ te aes = Bn pg agg Mm 
ING MACHINE. Harry C. Dodson, Los “ . é 
® adapted to be positioned on each side 
Co Angeles, Calif., assignor to Ice Cream . ; 
ntinued Ameri Beverl of a package, a corresponding plurality 
Venting Cospesation: of - nar ndf of cam followers adapted to be contacted 


2,465,806. ADJUSTABLE SHELF. Will- 
iam R. Jewell, Erie, Pa., assignor to 
General Electric Co., a cornoration of 
New York. Application March 4, 1948, 
Serial No. 13,015. 15 Claims. (Cl. 211—153.) 


1. The method of regulating the con- 


Hills, Calif., a corporation of California. 
Application April 5, 1948, Serial No. 18,984. 
17 Claims. (Cl. 312—97.1.) 

1. A vending machine comprising a 
housing having a delivery opening there- 
in, a delivery chute for said opening, a 
rotatable drum within said housing on 
the circumference of which a plurality 


by said cams to cause said grip portions 
of said delivery arms to grasp a package, 
to rotate said arms to laterally move said 
package, and to separate said grip por- 
tions of said arms to deliver said pack- 
age to said delivery chute. 

To Be Continued) 
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CLASSIFIED ADVERTISING 


centration of the absorption solution to RATES for “Positions Wanted” $5.00 BRAND NEW Kramer Trenton Thermo- 85 cents in 25 lots, 80 cents in lots of 
compensate for changes in operating con- | per insertion. Limit 50 words. 10¢ per | banks: #TV75 complete—including blower, | fifty or more. FRANK P. FOLEY, INC., 
ditions’. in an absorption § refrigeration word over 50. Thermobank, solenoid, Tork clock, heat 564 Walton Ave., New York 51, N. Y. 
system_of the type having a high pres- RATES for all other classifications $7.50 | exchanger, strainer, $95,63 ea. #TV103 


sure side and a low pressure side operable 
at a lower -total pressure which com- 


prises utilizing a refrigerant and ab-° 


per insertion. Limit 50 words. 15¢ per 
word over 50. 


ADVERTISEMENTS set in usual classi- 


complete—including blower, Thermobank, 
less solenoid, Tork clock, heat exchanger, 
strainer, $99.40 ea. Comb. #07 complete— 


ALUMINUM ICE cube trays, most popu- 
lar size 44” x 114” x 13%”. 
pure aluminum, 
cents each. 


Heavy gauge. 
complete with grid 55 
Immediate 


sorbent which refrigerant in the high ‘ ount as five | including blowers, Thermobank, solenoid. ; shipment any 
1. A shelf comprising a frame having a Pressure side has a vapor pressure a pt gy hy word | Tork clock, heat exchanger, strainer. =. gas 4 . FOLEY, INC., 564 
rear portion and two side portions, each 8reater than its vapor pressure in the | count. Please send payment with order. | $175.00 ea. Comb. #1 complete—including om Ave. NeW Som, MN. ¥. 
of said side portions including a front bsorbent in the low pressure side by a blowers, Thermobank, less solenoid, Tork SPECIAL CLOSE 
diem ond & rear section in different differential which varies in proportion POSITIONS WANTED clock, heat exchanger, strainer, $158.03 ea. Dol a wea -OUT on brand new 
Scashamabal lanes and on inclined section ‘°° changes in operating conditions, stor- Universal units—heavy duty, complete } an oder freezer plates: size 19” x 
sctin . id front and rear sections, a i"8 liquid out of absorption solution to | pRapE SCHOOL graduates—classes grad- with Ranco pressure controls: 25FS % 79” @ $3.00; 22” x 32” at $3.00; 19” x 
ar ake i. sett a a trent shelf pln increase the concentration of the absorp- uate every six weeks! Men well-trained in H.P. air cooled, $53.20 ea. 50FS % H.P. ie” at $7.00. Also Bush finned coils 76” x 
aon aidekin 90: Gull frame for position- ‘0m solution, delivering liquid from stor- | refrigeration repair, maintenance and air cooled, $76.80 ea. 75FS % H.P. air g bie * 6 tube single row @ $7.00. 
ing in vertically ‘spaced stacked relation- 28° into circulation in the system to | theory. Know cooling load calculation | Cooled, $99.50 ea. 100FS 1 H.P. air cooled, FOB NYC Ben sale. Prices are net, 
en ith said. rear Shelf section. saiq dilute the absorption solution, and vary- | ang duct design for air conditioning. Our | $141.30 ea. W50FS % H.P. water cooled, | Doo 0, oond deposits to GENERAL 
pmo shelf section including = not pong ing the storage and delivegy of stored men have been placed with many large $94.60 ea. W75FS % H.P. water cooled, pea * ORS CORPORATION, 678 
tending beneath said frame to prevent liquid in response Bi bs gee 4 said | satisfied companies. AIR CONDITIONING rye ea. b teeggond ing ee ee roadway, New York 12. New York. 
.00 ea. Penn er re valves— 
vapor pressure differential whereby to | ann REFRIGERATION INSTITUTE, FOR SALE—Universal engine driven re- 


tipping of said front shelf section, the 
plane of said hook being substantially 
perpendicular to the plane of one of said 
inclined sections to facilitate sliding of 
said front shelf section over said one of 


vary the concentration of the absorption 
solution in accordance with changes in the 
operating conditions. 


2,465,934. REFRIGERATED DISPLAY 


110-112-114 N. Paca Street, Baltimore 1, 
Maryland. 


DO YOU have a help problem? Let us 
solve yours. Select from our graduates 


series 246: 246P03 *%” I.P.T. thread body, 
$3.00 ea. 246PO06NH %” I.P.T. thread 
body, $6.00 ea. 246P08 1” I.P.T. thread 
body, $7.00 ea. 246P08NH 1” I.P.T. thread 
body, $8.00 ea. Water regulating valves: 


frigeration unit. Fully automatic—com- 
plete as manufactured. Will handle 800 
cu. ft. box at 86°; has water defrost for 
colder temperatures. New—will sacrifice 


said inclined sections. 2” FPT Perfection water regulating valve, | for $750.00 F.O.B. Modesto, California. 
GARE. Rrnest B. Sanders, Detroit, Mich. | wre Trace tnen available for all parts of | $10.00 ca. 2%” FPT Perfection water | Contact ROY KEIR REFRIGERATION 
2,465,830. THERMOSTATIC SWITCH. on e f . ” the countey, whe have completed 64 weeks regulating valve, $20.00 ea. 3” FPT | SERVICE, 118 Fresno Avenue, Modesto, 


Sven W. E. Andersson, Evansville, Ind., 
assignor to Servel, Inc., New York, N. Y., 
a corporation of Delaware. 
July 30, 1946, Serial No. 687,167. 5 Claims. 
(Cl. 200—140.) 


Application 


083. 6 Claims. (Cl. 62—89.5.) 


of practical shop refrigeration and some 
who have also completed our practical 
advanced training course in air condition- 
ing. Many are very well qualified. THE 
ST. LOUIS SCHOOL FOR ELECTRICITY 
AND REFRIGERATION, INC., 6767 


Simoniz water regulating valve, $35.00 ea. 
3” FPT Perfection water regulating valve, 
$25.00 ea. Electric motors, single phase: 
%, H.P. Fairbanks-Morse, 110/220, 60 c, 
$26.87. % H.P. Wagner, 110/220, 60 c, 
1 H.P. Wagner, 110/220, 60 c, 


California. 


HERMETIC UNITS—New, complete, 110 
volt, 60 cycle, fan cooled condensing units. 
% HP—$30.00, % HP—$35.00. Specify 
normal or low temperature application. 


ro) $40.19. 1 H,P. Delco, 110/220, 60 c, $40.19. | Any quantity, rapid delivery. Pressure or 
wie PettPx Southwest Avenue, St. Louis 17, Missouri. 1 H.P. Westinghouse, 220, 60 c, $40.19. | temperature control $4.50 extra if desired. 
0 RE. POSITIONS AVAILABLE 1 H.P. Holtzer-Cabot, 115/230, 60 c, $40.19. | KEL KOLD CO., INC., Johnstown, N. Y. 
YZ 1% H.P. Century, 110/220, 60 c, $52.80. SOFT COPPER tubi 30 
ey pe : _ | 1% H.P. Wagner, 110/220, 60 c, $52.80. ubing—50 coils. 344” OD 
atid 3 SALES | MANAGER ranted sh eunteacter | 1%_H.P. Wagner, 110/220, 50 c, $39.52. | X 032, $.0288 per ft. 544” OD ‘x 035, 
9 2 w ommercial refrigeration contractor $.0445 per ft. %” OD 
’ 4 located in Detroit Michigan wants capa- 2 H.P. Century, 110/220, 60 e, $47.47. 2 np p . 4 x .035, $.11 per ft. 
tou if }| 26 zy ble man thoroughly experienced in Am- | H-P. Wagner, 110/220, 60 c, $47.47. 2 H.P. %” OD x .049, $.14 per ft. Freight pre- 
“rr ay monia and “Freon” applications to take | Wasner, 110/220, 60 c, $47.77. 2 H.P. | B aid for over 200 Ibs. Cash with order. 
0 el] i} charge of sales. Exceptional opportunity Wagner, 208/416, 60 c, $47.77. 3 H.P. Cen- Satisfaction guaranteed or money re- 
¥: 4% | aad t . "ste tury, 110/220, 60 c, $85.63. 3 H.P. Wagner, funded. S. H. LEGGITT CO., Marshall, 
3% bes | Ir, or man who can qualify. Write giving ; Michigan 
4 ae 1. A refrigerated display case consisting | fy) details of education, experience and 110/220, 60 c, $85.63. 3 H.P. G.E., 110/220, : 
2 | of a receptacle having heat insulated side personal data. BOX 3221. Air Condition- 60 c, $85.63. Universal hermetic unit: U . eae 
,~ al and bottom walls, and having access | ing & Refrigeration News S13L-1 % H.P. low temperature, $49.50. NIVERSAL “FREON” condensing units 
oth | er |) thereto through the upper wall, an up- ‘ Tecumseh compressor bodies, 2300 % H.P., pe 4 =~ . baggy ee owl —. 1% H. P. 
2 4 iZ ie ward extension at the rear of said recep- ‘ . | twin cylinder, complete with flywheel and ode air cooled, $200.00. 2 H. P. 
a Y af tacle, said extension being heat insulated dusn telienain Hie oe ice end service valves, $18.50. Electric motors—3 model 200FL air cooled, $220.00. 3 H. P. 
a i | and providing a chamber open to said re- | ation service man we need for a field | Phase: % H.P. Wagner, 220-v, 50/60 c, onto pone k air o—* $250.00. 3 H. P. 
—— - ceptacle, a brine tank in said extension, | service engineer to cover entire west coast | $24.44. % H.P. Wagner vertical, 380-v. 60 aeoited wa00rs. yrs ng pore ee | a 4 = 


1. Apparatus of the type indicated com- 
prising a thermostatic control unit having 
an enclosed casing, an electric outlet box, 
an electric cable of individual conductor 
wires extending into the outlet box, and 
an adapter plate for connecting the cas- 
ing of the unit to the outlet box and 


said tank being provided with hollow 
plate legs extending down the sides and 
back and within said receptacle and 
having a portion extending forwardly 
into said receptacle and overhanging a 
portion thereof, a refrigerant evaporator 
within that portion of said tank that is 
located in said extension and a liquefy- 


and nearby territory. Here’s one of those 
positions you seek but seldom find. A 
real opportunity to prove your ability in 
leadership, enthusiasm for accomplishing 
your objectives, and stability. We are one 
of the oldest and largest manufacturers 
of food store refrigeration equipment. A 
promotion created this vacancy. Write 


c, $24.44. % H.P. Ideal vertical, 220/440-v, 
60 c, $24.44. % H.P. Century vertical, 
220/440-v. 50/60 c, $24.44. 1 H.P. Century, 
220/440-v, 50 c, $40.19. 1% H.P. Wagner, 
220/440-v, 50/60 c, $39.52. 1% H.P. General 
Electric, 220/440-v, 50/60 c, $39.52. 1% 
H.P. Century, 220/440-v, 50/60 c, $39.52. 
1% H.P. Fairbanks-Morse, 220/440-v, 50/60 
c, $39.52. 1% H.P. Century, 220/440-v, 


Quantity limited and subject to prior sale. 
VICTOR PRODUCTS CORPORATION. 
Hagerstown, Md. 


TYPHOON AIR conditioning units—3 ton. 
single phase, in original crates while they 
last—$690.00 F.O.B. St. Louis. HENRY 
WEIS JR., INC., 1919-21 Washington Ave- 


having an opening through which the’ jing unit connected to said evaporator. 7 A f 
wires of the cable may be drawn from oe ne aN ag gy BR 50/60 ¢, $39.52. 2 H.P. Century, 110/220-v, | mue, St. Louis 3, Missouri. 
the outlet box into the casing. : ’ | 60 c, $47.77. 2 H.P. Wagner, 110/220-v, 

Sar R ees 2,465,939. REFRIGERATOR. Clifford E. in first letter, with picture of yourself. 60 c. $47.77. 2 HP. Century, 220/440-v. TWO 6? x 6? compressors with 50 h.p. 


2,465,873. REFRIGERATING COorL. 
Prank J. Hibbs, Los Angeles, Calif., as- 
signor to Associated Refrigerating En- 
gineers, Los Angeles, Calif., a corporation 
of California. Application May 11, 1945, 
Serial No. 598,239. 8 Claims. (Cl. 62—126.) 


1. In a refrigerating apparatus, a plur- 
ality of horizontal headers spaced verti- 
cally one above another, a plurality of 
series of evaporating pipes each having 
one end open and the other closed, the 
pipes of each series having their open 
ends connected to a _ respective header, 


Skomp, Evansville, Ind., assignor to Ser- 
vel, Inc.. New Work N. Y., a corporation 
of Delaware. Application March 5, 1947, 
Serial No. 732,397. 10 Claims. (Cl. 62—119.) 


1. An absorption refrigerating appara- 
tus including a main generator, a con- 
denser, an evaporator, an absorber and 
conduits interconnecting said elements for 
flow of a refrigerating medium and an 
absorption solution, said main generator 
including an inlet chamber for receiving a 
refrigerant-absorbent solution from _ said 
absorber and a plurality of riser tubes 


Salary and expenses. BOX 3225, Air Con- 
ditioning & Refrigeration News. 


FIELD SERVICE engineer is required in 
the Chicago and Milwaukee area and 
surrounding territory to fill vacancy 
created by promotion. Here is an oppor- 
tunity for an aggressive refrigeration 
service man to elevate himself to a posi- 
tion for better opportunity in the future. 
Old established food store fixture manu- 


50/60 c, $47.77. 2 H.P. Fairbanks-Morse, 
220/440-v, 50/60 c, $47.77. 3 H.P. Century, 
220/440-v, 60 c, $51.09. 3 H. P. Wagner, 
220/440-v, 60 c, $51.09. 3 H.P. General 
Electric, 220/440-v, 50/60 c, $51.09. 3 H.P. 
Century, 220/-440-v, 50/60 c, $51.09. 3 H.P. 
Wagner, 220/440-v, 50/60 c, $51.09. 5 H.P. 
Wagner, 440-v, 50 c, $60.85. 5 H. P. Wag- 
ner, 208-v, 60 c, $60.85. 5 H.P. Wagner, 
220/440-v, 50/60 c, $50.85. 5 H.P. General 
Electric, 220/440-v, 50/60 c, $60.85. 5 H.P. 


motor. Reduced starter and evaporative 
condenser all mounted on a heavy steel 
frame for portability. Used short period. 
aa $4000. P. O. BOX 6006, Houston. 
exas. 


BUSINESS OPPO ORT ‘UN TITIES [Ss 


REFRIGERATION BUSINESS for sale in 
large midwestern city. Ideally located for 
new and used, wholesale and retail. In- 


facturer well entrenched in the industry, | Goentury, 208/416-v, 60 c, $60.85. 7% H.P, | Cludes exclusive distributorship in two 
with highest credit rating. Write all + nay 220/440-Vv, cote” c, $79.70. 74, | leading commercial lines, service business. 
details of your background, experience, H.P. Century, 208/416-v, 50 c, $79.79. 10 office and shop equipment. Ample floor 


and give references in first letter, with 
picture of yourself. Salary and expenses. 
BOX 3226, Air Conditioning & Refrigera- 


H.P. General Electric, 380-v, 50 c, $101.01. 
10 H.P. General Electric, 220/440-v, 50 ce, 


space, long lease with low rent. Total 
fixed overhead is less than that of a small 
retail outlet. Goodwill 


N $101.01. 10 H.P. Wagner, 220/440, 50/60 ¢, , has been built 

tion News. $101.61. 10 H.P. Fairbanks-Morse, 220/440- pond yey — ~! A-1 service and con- 
v. 50/60 c, $101.61. 15 H.P. Century, | Smt Girect mail and newspaper advertis- 

EQUIPMENT WANTED 220/440-v, 50/60 ¢, $121.14. 15 H.P. Gen- | ing. Full’ price only oe Sees 

, : eral Electric, 220/440-v, 50/60 c, $121.14. erchandise, or merchandise inventoried 

NEED NEW 40 h.p. condensing unit less | Gutler-Hammer magnetic starter, 50% | 2t cost if desired. Have interests on West 


condenser with/without motor for 35 ton 
air conditioning job. What's your best 
price? Wire, phone or write C. A. RAAB, 
1360 Allison Ave., Los Angeles 26. 
MIchigan 0327. 


EQUIPMENT FOR SALE 


MERCOID THERMOSTATS. -5° to plus 
35°. Brand new at $15.00 each. BIMEL 
co., Cincinnati, Ohio. 


lower than jobber quotations: CH9584H283, 
size 0, $7.50. CH9584H285, 0, $7.50. CH- 
9584H295, 0, $7.50. CH9584H330, size 1, 
$8.00. CH9584H331, 1, $8.00. CH9584H335, 
1, $8.50. CH9584H347, 1, $8.00. CH9584H- 
517, 1%, $9.00. CH9584H518, 1%, $9.00. 
CH9586H1293, 0, $8.00. CH9586H1705, 1, 
$8.50. CH9586H1706, 1, $8.50. Low pres- 
sure controls: type PH—20” V. 40# range 
5-304 differential 10-264 setting, Cutler- 
Hammer, $2.95. Alco solenoid valves: 


coast reason for selling. Will sell modern 
home in fine residential section also if 
desired. BOX 3228, Air Conditioning & 
Refrigeration News. 


SOUTHERN CALIFORNIA — For § sale 
Established refrigeration and air condi- 
tioning sales and _ service business in 
thriving community of 100,000 population 
in Los Angeles area. Desirable commer- 
cial refrigeration clientele. Favorabl: 
potential for air conditioning sales. BOX 


overflow pipes each connecting a header in open communication with said inlet Model R-11, 110V-60 cycle, 144 FPT, $15.00. : gece e . 
with the next below, a further header chamber, means for applying a heating forest a Po morta poe A yap R-11, 208V-60 cycle, 14 FPT, $15.00. R-11, 0 Air Conditioning & Refrigeratio: 
spaced below the lowest header of the medium to said riser tubes whereby re- | cartons—Models P.A.C. and P.A.D.—Best 220V-60 cycle, 1144 FPT, $15.00. R-11, 440V- Cws. 
. ? AY. AL. Vv Se —_——--- _ - 
plurality of headers, evaporating pipes frigerant vapor is expelled from refriger- | ofrer takes lot. or will break into lots of 60 cycle, 14 FPT, $15.00. R-61, 440V-60 IN - 
having open ends connected to the last ant-absorbent solution contained therein, : ii cycle, 1% FPT, $15.00. R-61, 208V-60 cycle, STALLATION AND service departmen 
h Ee 4 twenty, assorted models—Also 2 model 1 1 of oldest established refr ti hous: 
eader and inclined slightly upward there- an auxiliary generator, means for apply- | 9194 Ben Hur F 1 1% FPT, $16.00. R-21, 220V-60 cycle, 1% | ‘ . r@ retrigeration hous 
from, and overflow pipe connecting said ing heat to said auxiliary generator, a SS a. ee ee. 6 | Se, CER BOS SUV-40 evels, S PPT in Pittsburgh, Pa. Will divide servic: 
. : unit—Best offer accepted. EDWARD J. ( “91, a ” WE ’ | and installation department f les de- 
last header with the one above, and conduit connected between the con- | GHpVALIER. INC.. 3010 Hudson Blvd $20.00. R-21, 220V-60 cycle, 2” FPT, $20.00. t Av rs — Sm Sees 
means to maintain evaporative liquid at denser and the auxiliary generator for | Jorsey City, New Jersey * | R-11, 208V-60 cycle, 15s” tubing, $15.00. an ment, retaining name of firm. We 
a point midway of said last overflow pipe. flow of liquid refrigerant therethrough ‘ ‘ R-11, 220V-60 cycle 15” O.D., $15.00. R-61, | 5S) them. You install and maintain 
SRE SNS Lite TE a MGR Stet > . 208V-60 cycle, 15%” O.D., $15.00. R-61, | Service. Excellent opportunity. Small! 
(nee arene en anes een ener en anen eatin ae eany COIN ot hee units—bar- | 440V-60 cycle 15%” O.D., $15.00. R-2i1, | Capital required. Write BOX 3230, Air 
| : | ae p sn Paar eggmner anny Be ee my a08v-60 vee, 5. oe 2 R-21, Conditioning & Refrigeration News. 
mes -60 cycle, 2%” O.D., .00. a - — 
i i Poor st. S. | press., min. 5 Ibs. to max. 40 Ibs., 4” | —————— — 
450 W. Fort St., Detroit 26, Mich. | | Two Universal model TI6FH. % HP AC. | female L.P.T., close high, open low, $4.00. DETROIT AIR Conditioning Institute is 
: q 2 3 P cepting a cations for enrollment in 
Gentlemen: Send the NEWS for one year. | 4 = ear 2... Tue Universal ean rd og + seer . A ges fall term PP a starting September 3 and 
mode _ % wi pressure cooled condenser, 4 row. $8.00. Approx. October 25. Fully GI approved courses 
{ [] $5 enclosed [] Bill me [] Bill the company | | control, $37.00 each. DIVERSEY STORE | size, height 14”—length Psp ae 7 in air conditioning, refrigeration, heating, 
{ | —* 2707 Lincoln Ave., Chicago | american Injector oil separators: #400S ventilating, sheet metal layout, heat pump 
{ Sd aneen pee tales, Cutiet. $5.00. Allen & Brad. | SUTROIT AIR CONDITIONING INET: 
ey magnetic starter: AB#709, type 1, 1% v € 
j p.  EERETERUEEEE TE i ee ee TEEPE Le | | AIR Pepa Sor mer tg unit—1 complete | yp. 220V. 3 phase, 50 c, $7.50. AB#709. TUTE, Dept. D, 4125 Grand River, De- 
{ | py yee at .. —s we type 1, 7% H.P., 440V, 3 phase, 60 c, $10.00. troit 8, Michigan. 
j te-- sq. It. mond — 3. a Send for free folder. All materials are | ~——~—————— —__—— 
{ PTT eee PTL LCTELE TATE tpneectuewesee | So ee oe | BOW, eed 7.0.0. 8. T. Be enter treo MISCELLANEOUS 
volts 208-220, 75 HP., 60 cycle. Power small. Don't wait send your order now. EEE - - 
{ | | system heat regulator. Westinghouse | TRACO INDUSTRIAL CORPORATION, | ATTENTION CONTRACTORS—Dealers— 
{ | (ie ET PP a ee DO ee AAT Ahan 7 | motor, starter & power —_ oo Dept. A, 455 Eleventh Ave., New York 18. Servicemen. Norge sealed units remanu- 
| Litter peratat West Vicginis. gus: | N_® Smvent Sinn Oe ae 
! | rifice for quick sale. Write Victor Forte, DEHYDRATORS—American Injector Co Write } age non and dente oo 
| Serer eT ee Tee Trae. Cette eeeererer rrr | | ENTERPRISES, INCORPORATED, Room | model 116-4 silica gel filled, 6%” long | tions. MODERN REFRIGERATION CO.. 
| 7-18-49 | 720. Grant Building, Pittsburgh 19, over-all, 1%,” diameter, 14, SAE connec- INC., 12541 E. McNichols Road, Detroit 5. 
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Pennsylvania. 


tions. One dollar each. 90 cents in 10 lots, 


Michigan. 
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. Air Intakes Help Cool iilasion Unit 


Small openings along the toe 
strip of this 44-cu. ft. Frigid- 
provide added 


aire reach-in 


cooling for the condensing 
unit. This model is one of two 
now being featured by the 


producer. 


44-Cu. Ft. Reach-In, 17-Cu. Ft. Ice-Maker 
Herald New Frigidaire Commercial Line 


DAYTON, Ohio—‘“Radically new” 
commercial reach-in refrigerators of 
streamlined design and styling have 
been announced by Frigidaire Div. of 
General Motors. 

The division is introducing cur- 
rently a 44-cu. ft. model, equipped 
with a new forced air cooling unit, 
together with a 17-cu. ft. refrigera- 
tor of the ice-making type, for use 
in stores, restaurants, taverns, clubs, 
hotels, hospitals, and institutions. 

W. F. Switzer, commercial sales 
manager, pointed out that both new 
models are representative of com- 
plete new lines of forced air and ice- 
making type commercial refrigera- 
tors with capacities ranging from 17 
to 62 cu. ft., which will be released 


to the national sales organization 
this year. 

From an appearance standpoint, 
the new Raymond Loewy-designed 
refrigerator models with white cabi- 
nets, simple ‘free-flowing’ lines, and 
chromium trim ‘have been styled as 
attractively as their household coun- 
terparts,” it was stated. 

Cabinets are constructed of heavy- 
gauge steel with welded over-lap 
joints sealed to keep out moisture. 
Interiors are finished in white porce- 
lain with acid-resistant bottom 
panels. 

Three inches of fibrous glass in- 
sulate the walls, top, bottom, and 
doors. Automatic interior lights are 
standard equipment on both models. 


ha 
<4 


SHELL and TUBE CONDENSERS 
Acme Model “J” Shell and Tube Con- 


densers are sturdily built for long life— 
¥% Ton to 25-Ton. Low cost, easy-to- 
clean, for FREON or Methyl!-Chloride. 
UL Approved. See your jobber or write 
direct. 


aie 
ACME INDUSTRIES, INC. 


Jackson, Michigan 
Representatives in all principal cities 


the NEW GENERAL 
DRY BEVERAGE COOLER 


AT AN 
UNBEATABLE 
PRICE 


Model BSC-76 
SELF-CONTAINED 


*349.00 


(net, FOB N. Y.) 


Te 


Also available with 
Stainless Steel Exterior 


Immediate Delivery 


A perfectly engineered self-contained Dry Beverage Cooler of heavy- 
gauge steel over reinforced frame. Black crackle finish, with stainless 
steel top and stainless steel slide-up ‘‘disappearing’’ doors. Automatic 
inner lighting. Will hold approximately 18 cases. 


READY TO USE — JUST PLUG IN! 


GENERAL REFRIGERATORS CORPORATION 


678 Broadway New York 12, N. Y. GRamercy 3-1222 


REFRIGERATOR suaLTES - SvAMPINGS 
FORMED AND WELDED PRODUCTS 


Wall Stainless Steel Refrigerator Shelves 
will not discolor, wear through, rust. 


PRODUCTS 


~ 


An improved sealed and self-oiling 
“‘Meter-Miser” compressor is housed 
in a small ventilated space below 
the food compartment. New air in- 
take openings in a stainless steel toe 
strip are said to provide a continual 
flow of cool air over the condenser 
and compressor, ‘affording greater 
refrigeration capacity and lower op- 
erating costs.” 

The entire refrigerating mechanism 
slides out as a package by removing 
a panel in the compartment and 
loosening two bolts. 

The 44-cu. ft. reach-in is operated 
by a %-hp. rotary Meter-Miser com- 
pressor while the smaller model is 
equipped with a ‘%p»-hp. unit. Both 
are protected by a special five-year 
Frigidaire warranty. 

Shelves are constructed of anozinc 
round-wire. 

According to Frigidaire, highlight- 
ing feature of the 44-cu. ft. model 
is a new forced air cooling unit, de- 
signed to provide a gentle, continu- 
ous flow of cold air. 

An enclosed fan, located in the 
ceiling, draws warm air from the 
food compartment and forces it over 
a large fin-type cooling unit. Cold, 
moist air is then returned to the 
lower part of the compartment by a 
concealed duct and_ distributed 
through an opening extending the 
width of the cabinet. 

“Thus, foods are protected in any 
section of the storage compartment 
and the loss of cold air is minimized 
when the doors are open,” the com- 
pany said. 

The ‘cold-control” switch is con- 
cealed under a removable panel at 
the left of the cooling unit. 

Three full-length doors are equip- 
ped with grey rubber seals and 
swing on heavy, _ semi-concealed, 
chromium-plated hinges. Vertical 
handles and door trim are also 
chromium-plated. 

Actual storage space amounts to 
44.22 cu. ft. and there is 54.9 sq. ft. 
of shelf area. Moreover, shelves can 
be adjusted down to one-half inch 
to satisfy individual requirements. 

Cooled by a large ice-making unit, 
the 17-cu. ft. refrigerator can store 
up to 56 pounds of frozen food in 
the freezing compartment. It is 
equipped with ‘“Quickube’’ trays, 
which freeze 84 ice cubes or 12 
pounds of ice and have automatic 
tray release and lever-operated in- 
stant cube release. 

The freezer door is non-corrosive 
and there is an aluminum drip tray 


' to catch excess water from defrost- 


ing. A deep glass meat tender, 19 
in. long, 11% in wide, and 4 in. 


| deep, is provided for keeping fresh 


cut or packaged meats. 


_ A 10-position cold-control provides © 
_ temperature adjustments to cope with | 


varying refrigeration requirements. 


In addition, a small fan gently cir- | 


culates cold air throughout the food 
compartment. 

Another announced feature of the 
new design is the “built-in” access- 


ability of the storage compartment. | 
_ Equipped with six shelves, providing | 
29.1 sq. ft. of storage area, all foods | 


“can be reached easily and removed 


_ from shelves with a minimum of ef- 


fort,” Frigidaire said. There are two 
full-length doors on the_ smaller 
model. 


Hocter Resigns Post at 
Philco Distributors 


NEW YORK CITY—Jack Hocter, 
who has been in radio, television, and 
allied fields since 1923, has announced 
his resignation from a key executive 
position with Philco Distributors, 
Inc., New York division. 

Hocter began his career in radio 
as a retailer operating his own busi- 
ness, the Ace Radio Shop, in Newark. 
Several years later, he became asso- 
ciated with New Jersey Wholesalers, 
and then with Atwater Kent as a 


sales representative. In 1933, he en- | 


“ Shows Servicemen How Dehydrator Works 


the drawing board and panel to 


Connector, 
demonstrate his firm's moisture control unit. 


> 


M. J. Meiklejohn, of Mclntire uses 


% Ry 


<& * 


300 See Demonstration 
At West Coast Wholesaler 


LOS ANGELES—More than 300 
refrigeration servicemen and contrac- 
tors saw the demonstration of the 
McIntire “moisture control’ unit 
making use of DFN-DC filter-driers, 
in an unusual type of demonstration 
program sponsored by Refrigeration 
Service, Inc., refrigeration parts and 
supplies wholesaler here, last month. 

The demonstrations were held 
every hour on the hour for two days, 
to enable the maximum number of 
people to see the demonstrations. A 
“Dutch lunch” was served continu- 
ously, and 10 door prizes were given 
to names drawn from lists obtained 
trom attendance records. 

M. J. Meiklejohn of McIntire Con- 
nector Co. conducted the demonstra- 
tion, using the moisture control 
demonstration panel. 


Bono Heads Appliance Sales for 
Graybar Office In Milwaukee 


CHICAGO—Appointment of Joseph 
J. Bono, formerly division manager 
of Estate Stove Div. of Noma Elec- 
tric Corp., as appliance sales man- 
ager for Graybar Electric Co., Mil- 
waukee, has been announced by L. 
W. Shaw, appliance sales manager. 

Bono will supervise sales of Car- 
rier and “Pak-A-Way” home freez- 
ers, Universal electric ranges and 
water heaters, Whirlpool home laun- 
dry equipment, and other lines dis- 
tributed by Graybar. 


Sales Postpone Lehigh Vacation 


LEHIGH, Pa.—cClayton L. Coulter, 
general manager of Lehigh Mfg. Co., 
announced that because of large cur- 
rent demands for Lehigh “Blu-Cold” 
condensing units, vacation period is 
changed from July to September. 


-X- CHANGER 


@ Sanitary and efficient stainless steel beer coils 
.. . cast in an aluminum block. Lifetime guarantee 
against damage due to freeze-up. Models for use 
with or without keg pre-cooler. 

WRITE FOR LITERATURE 


tered the employ of Philco Distribu- | 


tors, Inc., New York division, and 
has held down practically every key 
position in sales. Most recently he 
was sales manager of the company’s 
Brooklyn division. 


“Sacks Electrical Supply Is 


Gibson Wholesale Distributor 


GREENVILLE, Mich.—The Sacks 
Electrical Supply Co. was incorrectly 
referred to as the Sacks Distributing 
Co. in a press release issued by the 
company, and published in the July 4 
issue of AIR CONDITIONING & REFRIG- 
ERATION NEWS. 

The Sacks Electrical Supply Co. is 
the newly-appointed wholesale dis- 
tributor of Gibson products in Akron. 


THE HEAT-X-CHANGER CO.), inc. 


| 415 Lexington Avenue, New York 17, N.Y. Brewster, N.Y. 


If You're Interested in Refrigeration Reng, 
You'll want a copy of the new 


DEPENDABOOK wo. 150 


Refrigeration Parts Catalog 
Ate ZB, - DEPENDABOOK Number 150 is 


<n jammed full of illustrated refrigeration nl 
= 4: : vs ie parts and supplies at rock-bottom Simul chia y > — 
prices... Depend on DEPENDABOOK, ’ "A Yoo 
+). - eae 
Se E 


all HARRY ALTER CO. 


1728 S. MICHIGAN AVE., CHICAGO 16, JILL. 


WHOLESALE ONLY 134 LAFAYETTE ST., NEW YORK 13, WY 
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@ Here’s a statement from Hotpoint that dealers, industrial © A flood of letters from dealers everywhere tells us that it 

! leaders, and consumers everywhere have called the most timely was the statement that the industry needed. Experience to date 

& and important message to reach the buying public since the war. has shown that if salesmen, dealers and distributors continue to 

tell this story it can have far-reaching effect on the buying public. 

® As confusion mounted with the recent wave of price-cut —S oo . mo © | 

| propaganda, the advertisement reprinted below appeared in more @ We are glad to have contributed this message for the good 

: than 100 major cities and markets throughout the country, and of all appliance dealers, and are happy to reprint it in response 
immediately its effects were felt—for the truth about today’s appli- to the thousands of requests we have received. | 


ance values and prices offered the reassurance buyers were seeking. 
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